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BIG OPPORTUNITY SEEN 
IN AVIATION’S GROWTH 


Agents and Brokers Who First 
Develop Field Should 
Expand With It 


COMPETITION NOW KEEN 


Many Write Air Risks and More 


Expect to Enter—Premiums 
Are Big 


NEW YORK, Aug. 2.—For the first 
time since the inception of aviation in- 
surance, it is now stepping forward 
aggressively and, under the spur of 
competition, is taking position as one of 
the formidable side-lines in the insur- 
ance family. Various attempts have 
been made to undertake the underwrit- 
ing of air hazards, both on property and 
life. For at least 15 years, companies 
have come and gone from this field, 
most of them remaining just long 
enough to be slightly burned, but none 
giving the test of time to their experi- 
ence. Now, however, there are several 
strong organizations in the field and 
more are seriously considering entering. 
They are seeking to develop the busi- 
ness on a sound basis and lend the 
whole-hearted support of the institution 
of insurance to the development of aero- 
nautics, which is now only in its infancy. 

Opportunity for Agent 


At this particular stage in the de- 
velopment, there is a rare opportunity 
open for the agent or broker who is 
looking beyond the immediate present. 
Just as the agent who saw the possi- 
bilities of automobile insurance a decade 
ago has developed a huge automobile 
department in the face of many early 
handicaps, the far-seeing agent of today 
can build for the future in a very sub- 
stantial way via the air route. Aviation 
has just begun to spread its wings and 
its future flight can not now be meas- 
ured. The opportunity for the agent or 
broker, brought down to cold facts, may 
be more clearly measured by reference 
to the returns to those now devoting 
attention to this new field. The average 
premium today is about $500. That is 
decidedly worth developing. A few 
such clients total many of the ordinary 
ire premium class. 

Big Future Is Seen 


True, there are not now many such 
clients available, but with the rapid 
development of aviation, which is now 
being evidenced throughout the country, 
those first in the field will find their 
Prospect list rapidly expanding. Life 
msurance for such risks alone should 
Prove an attraction. Pilots, passengers 
and all connected with the flights are 
even now earnestly seeking life insur- 
ance protection. And this protection 
can now be furnished in some companies 
tor all classes of risks except stunt 
pilots and for certain restricted classes 
ot risks in a great many companies. 





NEW ENGLAND MUTUAL 
MAKES AN ANALYSIS 


THREE ASPECTS ARE FOUND 


Finds That the Mortality Experience 
Has Been Much Higher First 
Six Months 


The New England Mutual “Pilot” in 
commenting on the first six months of 
the year states that there are three 
aspects that have special interest. The 
first is the unusual mortality experienced 
so far during 1928 by practically all com- 
panies. The New England Mutual 
states that its mortality for the six 
months has been the highest since 1920. 

Second, the New England Mutual 
finds that the wheel of fortune has taken 
a curious turn in that a number of lead- 
ing agents have produced much less 
business individually than in the similar 
months of 1927. This does not apply 
to all the large writers by any means but 
it is true of a sufficient number to make 
the fact noticeable. 

In the third place, the New England 
Mutual states that real progress has 
been made in recruiting the agency staff 
with new men. Many of these men are 
entirely new to the business, having 
never been engaged in life insurance 
and even in the limited period they have 
been in the service they have done re- 
markably well in production. 


Underwriting rules in this regard are 
being continuously broadened, so that 
in the near future, the placing of such 
cases will be less and less difficult. As 
for the other lines, the field is broad 
and ever broadening. 


Liability Is Big Field 


Liability insurance is one that needs 
no introduction today, with the develop- 
ment of automobile liability insurance. 
In the case of the airplane, it is even 
now compulsory in some half dozen 
states and urgently desired in all others. 
Air-line operators are now beginning to 
see the hazards to which they are ex- 
posed. Claims have been encountered of 
enormous proportions, one recently be- 
ing filed for $150,000. Formerly the air 
companies would launch forth without 
regard to such risks, but today the 
operators see that they cannot secure 
the needed financial backing without in- 
surance protection—nor are they now 
willing to carry their own risk. Property 
damage is an allied line which is equally 
needed. Fire and collision insurance are 
important from the standpoint of risk to 
invested capital. Cargo coverage is 
needed for the rapidly growing cargoes 
of valuable merchandise moving by air. 
Personal accident insurance is being 
sold in high limits. Only last week a 
$300,000 policy of this nature was 
written on Gene Tunney, heavyweight 
champion, to cover his flight to the fight 
in New York. All of these coverages 
combine to make aggregate limits of up 
to $1,125,000 on a single plane—and an 
average premium of $500 upon which 
the agent or broker may base a good 
commission income. 

In the development of such business, 
the agent cannot follow his usual tac- 
tics, for this is a more technical line 





LIFE PAYMENTS NUMBER 
INTERESTS NEWSPAPERS 


BRINGS OUT MUCH COMMENT 


Drives Home Fact That Life Companies’ 
Accumulations Are for Benefit of 
Policyholders and Beneficiaries 


The accumulations of life insurance 
companies have often been a subject of 
newspaper comment, but the Life Pay- 
ments Number of Tue Nationa UN- 
DERWRITER, issued last week, brings home 
to the people the fact that these ac- 
cumulations are for the benefit of the 
policyholders and beneficiaries. An ad 
vance copy of the Life Payments Num- 
ber was sent to every daily newspaper 
in the United States and to 4,500 week- 
ly newspapers. The newspapers played 
up the payments made locally, thus 
showing their readers the actual benefit 
derived from life insurance. 
Played Up Local Payments 


Sending out the papers in advance to 
the newspapers, under a release for the 
date of publication, resulted in many 
readers of THe NATIONAL UNDERWRITER 
seeing the figures in their local papers 
before they received their own copy. 
Thus many of them thought they had 
missed an issue, but their copies came 
along in due course of the mails. 

Insurance men themselves could not 
help being impressed with the immense 
sums that are now being returned to the 
public. Up to recent years the reserve 
system made the transactions of the life 
companies appear to be nearly all in- 
come and accumulation. Now, however, 
the normal course of mortality and ma- 
turity results in the distribution of vast 
sums to widows and children and for 
the maintenance of policyholders in their 
own old age. In 1927 the distributions 
were practically 60 percent of the pre- 


mium collections. 
Show Benefit of Life Insurance 
These distributions can be used ef- 


fectively by agents in showing the bene- 
fit of life insurance. To a great extent 
the public looks upon life insurance as 
something to be realized on far in the 
future. The heavy distributions now be- 
ing made show that life insurance is 
functioning already in its full capacity, 
including not only the collection of pre- 
miums but the payment of benefits. 


than any which has yet been developed 
by insurance—even including marine. 
The agent who attempts to approach 
air-line prospects without even knowing 
the basic vernacular of the air field may 
expect but poor results. He need not 
know aviation in all its details—though 
the more he does know, the better—but 
he should get a basi¢ knowledge, either 
from cooperating aviators or from avia- 
tion insurance offices, which are always 
eager to help those in the field to cul- 
tivate such business. On the other side, 
those engaged in aviation are eager to 
cooperate, for they clearly see the need 
of the aid of insurance to properly de- 
velop aviation, 

Aviation underwriting is one of the 
most complicated of all underwriting 

(CONTINUED ON PAGE 21) 





COMPANIES WARY OF 
BROKERAGE BUSINESS 


to All 
in Outgrowth of Race 


See Dangers Concerned 


for Volume 


DESIRE ITS CURTAILMENT 


No “Situation” Has Developed, but 
Keen Competition in Some Sections 
Given Close Scrutiny 
NEW YORK, Aug. 


by-products of the 


2.— One of the 
race for volume 


through which the life insurance busi- 
ness has gone in the past decade is the 
prodigious growth of brokerage busi- 


ness and that is still a troublesome item 


in some fields. Always feared by the 


full time agent and strenuously fought 
by many in managerial ranks, it is 
viewed with apprehension by many com 
panies, not a few being aggressively, it 
quietly, campaigning against its further 
development. Many would even prefer 
the entire elimination of brokerage busi- 
ness, but granted some will always be 
written, they hope to curb its further 
expansion. Both in the home office and 
the field, brokerage business is regarded 
as filled with potential difficulties, even 
to disruption of the present agency sys- 
tem, should it not be checked. 


No “Situation” Seen 


There is no “situation” today regard- 
ing brokerage business—as that term is 
usually applied—but there is a condition 
which many home offices are watching 
lest difficulties be encountered This 
business has grown tremend- 
ously during the past ten years and in 
some communities today it is a sizeable 
portion of the total volume going on the 
books. It is believed by many, however, 
that it is no longer expanding and that, 
by gradual processes, it may be de- 
creased in the future. At present, how- 
ever, it is not believed that it has been 
curtailed yet. 


class of 


New York Chief Center 


In New York and Chicago particularly 
the inroads of this type of business have 
been notable. New York, of course, is 
the outstanding brokerage city in the 
country. Probably the most conserva- 
tive estimate would put 50 percent as the 
amount of life business acquired as 
brokerage business—and less conserva- 
tive estimates would go even beyond 75 
percent. In New York some of the 
largest offices derive practically all of 
their business from this source, their full 
time staff being negligible in the total. 
Practically every general agent has a 
brokerage manager and only a few have 
stood out firmly as direct writing offices 
with full time men only. In Chicago 
the case has not been so aggravated, but 
in recent years the brokerage business 
has grown rapidly there and today much 
of the volume of some offices is in this 
classification. In other metropolitan 

(CONTINUED ON PAGE 21) 
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CENTRAL LIFE WILL HOLD 
ITS ANNUAL CONVENTION 


PROGRAM IS ANNOUNCED 





Agents Will Be at Home Office for 
the Gathering to Be Held 
Aug. 30-31 





Judge W. H. Hinebaugh, president of 
the Central Life of Chicago, will be 
toastmaster at the banquet at the agency 
meeting to be held at the home office 
Aug. 30. The speakers will be Ed. 
Wilkerson, state agent of Texas; W. C. 
Murden, manager of the Lake River 
Agency in Illinois; Secretary S. B. Brad- 
ford of the Central Life; Agency Direc- 
tor Minor Morton and C. M. Cartwright 
of THe NATIONAL UNDERWRITER. 

The agency meeting of the Central 
Life of Chicago will start on the morn- 
ing of Aug. 30, with talks by President 
W. H. Hinebaugh, Actuary Wilbur M. 
Johnson, Vice-President Charles Nadler 
and Medical Director T. W. Burrows. 
The women accompanying their hus- 
bands will be given a theater party that 
afternoon with the wives of the officials 


of the company as hostesses. The rest 
of the program is as follows: 
Thursday Afternoon, Aug. 30 
J. M. McGovern, president $100,000 


Club, presiding, general agent for North 
Dakota, 

John R. Maney, general agent, Cedar 
Rapids, Ia., “Mrs. Sweeney’s Argument.” 


J. M. McGovern, general agent, North 
Dakota, “How an Agent's Wife Can 
Help Him.” 


Richard Schattinger, Matthew Walker 
Agency, Los Angeles, “How Juvenile 
Policies Help Build a Clientele.” 

oO. B. Essington, W. E. Pile Agency, 


Joliet, Ill, “How a Contest Helps an 
Agent Get Business.” 

W. E. (“Billy”) Pile, general agent, 
Joliet, Ill, in monologue. 

Friday Morning 

John B. Patterson, general agent, 
Streator, Ill, “Lest We Forget.” 

H. E. Slaughter, general agent, 


Mitchell, S. D., “Some New Yarns.” 


P. F. Chambers, general agent, Chi- 
cago, “Life in a Big City.” 

H. C. Dewey, general agent, Flint, 
Mich., “Write the Whole Family.” 

Martin Messner, general agent, Chi- 
cago, “Some Observations.” 

Frank Wixom, general agent, Eagle 


trove, Ia., “How to Make a Living on 
a Half Acre.” 


ISSUE ARISES OVER THE 
DOUBLE INDEMNITY 





Mrs. Johanna M. Gray, widow of 
Charles W. Gray of Chicago, who was 
president of the Yellow Cab Company, 
has filed suit for $50,000 in the circuit 
court in that city against the Penn Mu; 
tual Life. On Christmas day Mr. Gray 
and some friends were horseback riding 
through Jackson park. His companions 
went ahead and after a while looked 
back, noticing Mr. Gray’s riderless horse 
coming along. They found him on the 
ground, dead. He carried a $25,000 poli- 
cy in the Penn Mutual Life. It was 
thought at that time that he had met 
an accident by his horse becoming 
scared and throwing him. The Penn 
Mutual Life declares that he died from 
heart disease and fell from the horse. 
It is willing to pay the $25,000 but de- 
nies liability under the double indemnity 
clause. 


Prudential in Four More States 


The Prudential has been licensed in 
four additional states—Arizona, Nevada, 
New Mexico and North Dakota. Presi- 
dent Duffield states that the Prudential 
has applied for admission to these states 
solely on account of its expanding group 
business and that it is not the intention 
of the company to do a general business 
in them. It was recently admitted to 
Texas for the same purpose. 





SOUTHERN STATES LIFE 
HOLDING CONVENTION 


G. H. THIGPEN WAS A SPEAKER 





Well Constructed Program of the Anni- 
versary Club Gives Many Phases 
of the Business 





CHATTANOOGA, TENN., Aug. 2. 
—The agency club of the Southern 
States Life of Atlanta, known as the 
Anniversary Club, is holding its annual 
meeting at Lookout Mountain hotel on 
Lookout Mountain that has just been 
opened. The meeting began Wednesday 
and will continue through Saturday. 
There are two guest speakers, George 
H. Thigpen, superintendent of insur- 
ance of Alabama, who spoke yesterday 
on “The Comity of Agents,” and C. M. 
Cartwright of Tue NationaL UNDER- 
WRITER, who will give an address tomor- 
row morning. The details of the meet- 
ing are in charge of E. S. Albritton, 
vice-president in charge of the agency 
department. 

At this session was inaugurated the 
President's Club, the membership be- 
ing composed of those who first qualify 
as members of the Anniversary Club 
and whose percentage of renewal busi- 
ness is 80 percent or better. 


Moore Gave the Welcome 


C. H. Cushman, assistant superintend- 
ent of agents, presided at the first ses- 
sion yesterday afternoon. President 
Wilmer L. Moore gave the welcome 
which was responded to by G. J. Mc- 
Dowell, general agent at Charleston, 
S. C. L. E. Cowden, the convention 
president, who is connected with the 
general agency of Edward Swaim of 
Nashville, Tenn., gave his address yes- 
terday morning. Mr. Cushman gave a 
talk Wednesday on “The Agency De- 
partment of the Future,” and Mr. Al- 
britton spoke on “The Joy of Selling.” 

Mr. Albritton presided at this morn- 
ing’s session. S. M. Gamble, manager 
of the insurance service department at 
the head office, told about the “App a 
Week Club.” Joseph D. Smith, super- 
visor of agencies, gave a talk on “Your 
Opportunity at This Time.” 

G. M. Phillips, an agent connected 
with the Atlanta general agency under 
Don F. Safford, told how he obtained 
prospects in the city, and Julian T. 
Weems, in point of service the oldest 
agent connected with the company, at 
McDonough, Ga., told how he obtained 
prospects in the country. T. S. .M. 
Bloodworth, manager of the department 
of new paid for business at the head of- 
fice, told about the work of his depart- 
ment. Henry T. Hinsch, general agent 
at Dallas, gave a spirited talk on “Twen- 
tieth Century Salesmanship.” Mr. Al- 
britton presided at all the sessions ex- 
cept the first. 


Medical Director to Speak 


Dr. Charles E. Waits, the medical di- 
rector, will give a talk tomorrow morn- 
ing on “Medical Selection by the Field 
Men.” Edward M. Veatch, secretary of 
the medical department, follows Dr. 
Waits in making some observations on 
cooperation between the medical de- 
partment and the field. John R. Carns, 
general agent at Birmingham, Ala., will 
give a talk on “Common Sense Idea in 
Selling.” George W. Snodgrass, gen- 
eral agent at Ashland, Ky., will speak 
on “Ideal Relationship Between Com- 
pany and Agent.” 

Saturday morning will be the closing 
session. Charles M. Jackson, general 
agent at Macon, Ga., will give a talk 
on “Monthly Income Insurance.” Mr. 
Albritton will tell about the President’s 
Club and President Moore will explain 
what the club means to the company. 

J. M. Albers is president of the Presi- 
dent’s Club this year, and G. J. Mc- 
Dowell is vice-president. Mr. Albers 
hails from Texas and Mr. McDowell 
from South Carolina. 
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LOWER COURT RENDERS 
FAVORABLE DECISION 
VICTORY IN OHIO TAX SUIT 
Companies Win Test Suit to Determine 
Validity of Premium Tax 
Increase 





A decision favorable to insurance com- 
panies in the Ohio premium tax litiga- 
tion was rendered by the lower court, 
when Judge Henry L. Scarlett of the 
Court of Common Pleas of Franklin 
county (Columbus), O., overruled the 
demurrer of the defendant to the petition 
in the case of Metropolitan Life vs. 
Safford. This case is a test suit, author- 
ized by the Association of Life Insur- 
ance Presidents, instituted last October 
in the name of the Metropolitan Life as 
a class suit for the benefit of all insur- 
ance companies similarly situated, con- 
testing the validity of the one-half of 1 
percent premium tax increase imposed 
by the Ohio legislature in 1927 in so far 
as applicable to premiums collected in 
1926. 

Temporary injunction restraining Wil- 
liam C. Safford, superintendent of insur- 
ance, from revoking licenses of foreign 
insurance companies for refusing to pay 
the one-half of 1 percent premium tax 
increase was granted Nov. 1, 1927. Under 
that court order some 280 insurance 
companies (life, fire and casualty) took 
advantage of any benefits accruing under 
the suit and the increased tax paid by 
them was impounded pending outcome 
of the suit. The defendant demurred to 
the petition of the company. Oral argu- 
ments on the demurrer were concluded 
Jan. 17, 1928, Arthur I. Vorys of Co- 
lumbus appearing for the company, and 
C. S. Younger, as special counsel for the 
attorney-general, for the defendant. 

The decision overruled the demurrer 
and sustains the company’s contention 
that the Ohio premium tax payable each 
year in the “month of November,” is a 
tax on the business of the previous year, 
and, therefore, the one-half of 1 percent 
increase enacted in 1927 is invalid with 
respect to 1926 premiums under the pro- 
vision of the Ohio constitution prohibit- 
ing retroactive laws. 

In concluding his decision, Judge 
Scarlett said: “The demurrer to the peti- 
tion will therefore be overruled; and if 
the defendant does not desire to plead 
further, as I assume (all questions hav- 
ing been raised by the demurrer) the in- 
junction will be made permanent against 
the defendant. The entry should also 
provide for the release of the money in 
bank to the insurance companies upon 
the completion of this case if this judg- 
ment is affirmed.” 

Under Ohio practice 30 days is allowed 
for filing an appeal. 


REVISED EDITION OF A 
WELL KNOWN BOOK OUT 





The Ronald Press Company, 15 East 
26th street, New York, has issued a 
revised edition of “Influencing Men in 
Business.” The authors are President 
Walter Dill Scott of Northwestern Uni- 
versity and Delton T. Howard, associate 
professor of psychology and director of 
personnel at Northwestern University. 

President Scott is known as an author- 
ity on psychology in its application to 
business and industry. This is a revised 
edition of a well known book that has 
been in circulation for over 17 years and 
has met with great success. It gives an 
analysis of deliberation and suggestion. 
Deliberation and suggestion are con- 
trasted. There is a chapter on “Types 
of Decision.” The book gives several 
types of suggestion. It shows when to 
use arguments in influencing men and 
suggestion in influencing men. Another 
chapter deals with “Making Arguments 
Effective” another “Making Suggestions 
Effective.” The price of the book is 
$3.50. 





VICTORY LIFE PLANS 
FOR ITS CONVENTION 


HAS WELL ROUNDED PROGRAM 


T. S. Shattuc of the Mutual Life of New 
York Will Be the Guest 
Speaker 





The Victory Life of Chicago, the 
well known Negro company of which 
Anthony Overton is president, will hold 
its annual agency convention next week 
starting Wednesday. The business ses- 
sions will all be held at the Y. M. C. A. 
at 3763 South Wabash avenue, Chicago. 
President Overton will act as chairman 
of the first session and give the greet- 
ings. Assistant Attorney General Wil- 
liam H. Harrison of Illinois will speak. 
The theme of the afternoon session on 
Aug. 8 will be “Man Power.” J. A. 
Howard of Chicago will preside at this 
meeting. The questions to be considered 
are “Qualifications of a Life Under- 
writer,’ “Where and How to Get 
Agents,” “Training the Agent and Keep- 
ing Him on the Job,” “The Agent Makes 
the Company’s Record.” On the morn- 
ing of Aug. 9, W. H. Holloway of 
Newark, N. J., will preside. T. S. Shat- 
tuc, Chicago field manager of the Mutual 
Life of New York, will be the main 
speaker, his subject being “Preparing 
for the Present and Future Opportuni- 
ties of a Life Underwriter.” “The Value 
of a Live Prospect List” will be handled 
by J. E. Hubbard of Cleveland; G. W. 
Jones of New York City and W, H. 
Robinson of Houston, Tex. On the 
afternoon that day the session will be 
devoted to “Practical Selling.” The sub- 
jects will be “Finding the Kind of Peo- 
ple I Sell,” “Getting My Prospects In- 
terested in My Proposition,” “My Most 
Effective Methods of Closing.” Richard 
Hill, Jr., will speak on “Some Legal 
Studies in Life Insurance.” On _ the 
morning of Aug. 10 the subject will be 
“Keeping the Business in Force.” L. L. 
Foster of New York City will be chair- 
man of that session. The subjects will 
be “Following Up My Policyholders,” 
“What My Policyholders Think of My 
Company,” “Why My Lapses Are So 
Low,” “What You Should Expect of 
Medical Examiners.” Charles A. Shaw, 
assistant to the president, will speak on 
“Modern Tendencies in Conservation.” 
On the morning of Aug. 11 the man- 
agers will meet, J. P. Bond of Washing- 
ton, D. C., presiding. V. D. Johnston, 
secretary of the Victory Life, and J. E 
Stamps, superintendent of agents, will 
speak. 


Northwestern Mutual Appointments 

Shepard E. Barry, auditor for the 
Northwestern Mutual Life, for the past 
15 years, has been appointed assistant to 
the president. The position is a newly 
created one. Mr. Barry, in addition to 
his duties as auditor, has been the per- 
sonnel manager at the home office, hav- 
ing to do with the employing of the 
home office clerks. 

Joseph N. Lochemes was appointed 
an assistant secretary of the company @t 
the meeting. He has been put in charge 
of the policy issue division, following 
the retirement of John F. Tyrrell. Mr 
Lochemes has been in the bookkeeping 
and auditing division of the secretary s 
department. 


National Savings Figures 
The National Savings Life of Wich 
ita, Kan., as of July 1, shows assets 
$807,109, surplus $239,827. There } 
$27,000 additional surplus to be paid 
from trust funds on stock sold with poli 
cies. The reserve is $539,565. 


Liberty Life Convention 
The annual agency convention of the 
Liberty Life of Chicago will be held 4 
the head office Aug. 29-31. Henry 
Gates, assistant manager of the Uniot 
Central Life, will be a guest speaker. 
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INTERESTING PROGRAM 





Hart Will Direct Regional Con- 
ventions at Swampscott and 
Mackinac 





ACT OUT AGENCY MEET 





Company Officials and General Agents 
Scheduled for Educational Features 
at September Meetings 


PHILADELPHIA, 


Mutual regional conventions will be held 


Aug. 2.—Penn 
at Swampscott, Mass., Sept. 6-8 and at 
Mackinac Island, Mich., Sept. 10-12. 
Eastern and southern agents will go to 
Swampscott, and those of the western 
and Pacific territory will go to Mackinac. 


The two programs will be identical, 
except for two or three substitutions 
among the participants. Both conven- 


tions will be directed by Vice-President 
Hugh D. Hart, and each will have two 
or three novel features. The programs 
will be intensely practical, and, although 
there will be the necessary recreation, 
there will be far more work than play. 
Welcome by Hart 

will open 
This first 


The Swampscott meeting 
with a welcome by Mr. Hart. 
session will have five features. Holgar J. 
Johnson, general agent at Pittsburgh, 
who until recently was at the home office 
of the Connecticut Mutual, will tell 
“What Man-Power Means to Our Or- 
ganization.” William A. Conway, one of 
the newly appointed home office repre- 
sentatives, will give expert information 
on “Prospecting.” Dorion Fleming, gen- 
eral agent at New Orleans, one of the 
ablest of the company’s managers, will 
show how to create, maintain and extend 
“Good Will.” James A. Preston, another 
of the home office representatives, will 
have an address of special value. Nelson 
A. Hall, of the J. Elliott Hall agency in 
New York, will dissect the company’s 
life rate endowment contract and display 
its selling points. Clay Hamlin of the 
Mutual Benefit, who is one of America’s 
most noted producers, is expected to end 
the session with one of his popular and 
instructive addresses. 

Diseuss Supervision Plans 
session of this first 


In the afternoon 


day, the general agents and agency 
supervisors will meet to listen to a de- 
scription and explanation by E. Paul 


Huttinger of the company’s research de- 
partment, of the Penn Mutual super- 
vision plans which have been in the 
making during the last few months. Also 
there will be four group meetings for 
special agents, guided by Vincent B. 
Coffin, director of education. Each group 
will have its speaker and the four groups 
will constitute a sort of graded school 
in salesmanship. One group will be 
tor topnotch producers, the second group 
tor those not quite in that class, and so 
on 


Act Out Agency Meeting 


The session of the second morning will 
he in charge of E. G. McWilliam, of Mc- 
William & Hyde, general agents in New 
York. “Monday Morning in a Penn 
Mutual Agency,” is the descriptive title 
of the doings of the session. The tele- 
phone will ring, agents will come and 
£0, policyholders will pay their pre- 
miums, prospects will come in for con- 
ferences, and the wind-up will be an 
agency meeting, at which probably Alex- 
ander Patterson, general agent in Chi- 
cago, will do the talking. During the 
morning various Penn Mutual celebrities 
will be among the actors. Instruction 


PENN MUTUAL DRAFTS _ 


LIFE 


MANAGEMENT COURSE TO 
PRECEDE CONVENTION 


EXPECT LARGE ATTENDANCE 


Sales Research Bureau Under J. M. 
Holcombe, Jr., to Instruct General 


agents and supervisors from all over the 
country will be held at Detroit just be- 
fore the opening of the National As- 
sociation of Life Underwriters’ conven- 
tion, according to John Marshall Hol- 
combe, Jr., manager of the Life Insur- 
ance Sales Research Bureau. This will 
the 15th “school” the bureau 
Nearly 700 men have attended previous 
schools. 

The sessions at Detroit will be unique 
because they will bring together many 
of the ablest men in the business 
planned to go to the convention and are 
now arranging to go to Detroit early so 
to take in the school. The usual 
enrollment limit of 50 has been set aside, 
out of courtesy to the National associa- 
tion. 


be of 


as 


Outgrowth of Study 


The course in agency management is 
a logical outgrowth of the bureau's study 
of those problems. Over 700 have been 
visited personally and the results of this 
study will be given at Detroit. 

An important addition to the course 
has recently been made in the form of a 
complete and comprehensive outline re- 
port which is given to each member to 


enable him to carry out the practical 
ideas and suggestions gathered at the 
school. The report is considered by 


many to be one of the most important 
points in the whole course. 

The instruction includes lectures and 
discussions. The lectures are designed 
to cover the fundamentals surrounding 
each agency operation, backed up by a 
description of typical plans and methods 
now in successful use. 

The course will be given by Mr. Hol- 
combe and two of his associates, H. G. 
Kenagy, head of the field service depart- 
ment, and S. G. Dickinson, field repre- 
sentative. 

Three other schools will be held before 
the end of the year, at Boston, Sept. 
24-27; Houston, Oct. 15-18, and Min- 
neapolis, Oct. 31-Nov. 3. 


Sun Life Will Renew Application 

The Sun Life of Canada will apply at 
the next session of parliament for an in- 
crease in its capital and a division into 
different classes of stock. At the session 
lately closed, the company’s application 
was “talked out.” It is not yet known 
whether the new capitalization plan will 
be different from that discussed at the 
past session. 


and not entertainment is the motive. 

Saturday will be the last session 
and J. Elliott Hall, general agent in New 
York, will preside. To that most valu- 
able feature of the convention, an open 
forum, the three hours will be given. 
Harrv Toulman, vice-president and med- 
ical director. Actuary George R. White, 
Supervisor Malcolm Adam, Vincent B. 
Coffin, director of education, and other 
home office officials, together with the 
company’s most experienced general 
agents, will be seated on the platform, 
and answer questions pertaining to their 
several departments or which they are 
the best qualified to handle. 

Social amenities will be exchanged at 
the banquet on Friday evening. J. 
Tefferies, agency secretary, will be the 
toastmaster, and the two speakers will 
he Charles T. Evans. vice-president of 
the Home Life at Little Rock—one of 
the south’s best after-dinner speakers— 
and Stewart Anderson, manager of the 





bureau of field service. 
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EDITION 


UNIVERSAL LIFE WILL 
NOT LEAVE THE FIELD 


REJECTS REINSURANCE DEAL 


Fred C. Weber, Prominent Florist in | 


St. Louis, Has Been Elected 


President of the Company 


ST. LOUIS, Aug. 2.—The stockhold- 
ers of the Universal Life of St. Louis 
have voted to reject a proposal to sell 
control of the company to the North 
American Company of St. Louis, hold- 
ing corporation for the Mississippi Val- 
ley Life. Had the offer been accepted 
the $2,500,000 of outstanding insurance 


in the Universal Life would have been 
reinsured in the Mississippi Valley 
Life, which also has its home office in 
St. Louis. 


At the meeting the Universal stock- 


holders elected Fred C. Weber, promi- 
nent florist of St. Louis, president to 
succeed Edward G. Rolwing. who be- 
comes chairman of the board. H. W. 
Shafer, formerly secretary, was re- 
elected to that office, replacing Harry 
M. Lehmkuhl. 


Other Universal Officers 
_ Other officers are: W. FF, Lehmkuhl, 
first vice-president; L. D. Thompson, 
second vice-president; E. B. Rodgers 
of Louisiana, Mo., treasurer; Dr. Joseph 


F. Eilers, assistant treasurer. All di- 
rectors have been reelected. 
The Universal Life, which was or- 


ganized in 1926 and is now operating in 
Missouri and Illinois, now has $120,000 
capital, $170,000 of assets and approxi- 
mately $2,500,000 of insurance in force. 
Within the next 60 days it is planned 
to sell $120,000 of additional $10 a share 
par value capital stock at $30 a share, 


the extra $240,000 going into the sur- 
plus account. 
Will Enlarge Activities 
Officers stated that it has been de- 
cided not to consider any merger with 


any other company, but to proceed 
with plans for the enlargement of the 
activities of the organization. sefore 
the close of this year the company will 
apply for licenses to enter three addi- 
tional states and the agency organiza 
tion will be increased and strengthened 
where possible. 


The North American Company had 
offered three shares of its preferred 
stock for each share of Universal 
stock. The holding company’s stock is 


$1 par value and callable at $4 a share. 
It has been paying dividends at 16 per 
cent per annum, the proposal made the 
Universal Life stockholders said 


ILLINOIS LIFE PLANS 
FOR AGENCY MEETING 





The annual meeting of the $100,000 
Club of the Illinois Life will be held at 
the home office in Chicago, Aug. 30-31. 
On the opening day there will be ad- 
dresses by Secretary Claris Adams of 
the American Life Convention; Darby 
A. Day, Chicago manager of the Union 
Central Life; Fred W. Potter, formerly 
Illinois insurance superintendent and 
former president of the National Con- 
vention of Insurance Commissioners, 
and C. M. Cartwright of THe National 
Unperwriter. All the next day will be 
given to a round table discussion of sales 
methods which will be participated in by 
field men. 

Pan-American 1929 Convention 

The Pan-American Life has selected 
the Roval Poinciana Hotel, Palm Beach, 
as the headquarters for its 1929 conven- 
tion and will hold a three-day meeting 
there Jan. 23-25. Agents who produce 
the quota of paid-for business for the 
convention club year will enjov the trip 

of the company. It is esti- 
there will be about 150 in 


guests 
mated that 
attendance. 


as 


uw 


| MUTUAL LIFE ENTERS 
AVIATION INSURANCE 


Greatly Liberalizes Rules on 
Class of Risks Formerly 
Prohibited 


WRITING UNDER NEW PLAN 





No Definite Additional Premium, Each 
Risk Being Rated on Basis of 
Contemplated Flying 


NEW YORK, 


liberalizations 


Aug. 2 Important 


regarding aviation insur- 
ance have been announced by the Mutual 
Life of New York 
of the new rules on aviation risks, given 
Vice-President kK. 
gent, marks a new development in this 
rhe Mutual Life 


is entering the field on a scheme of merit 


Che announcement 


out by George Sar- 


class of underwriting 


of flat rate 

the 
rules, it will accept as risks regular air 
passengers and pilots who 
gaged in regular pilot work. Recently 
the company liberalized double in- 
demnity clause to clarify its inclusion of 
occasional on regular air 
routes. This new liberalization puts one 
of the outstanding companies in the field 
endorsing aviation as an insurable 
hazard today 


rating, rather than on a basis 


additional premiums Under new 


are not en- 


its 


passengers 
as 


Rules Are Broadened 


In announcing the new program, Vice- 
President Sargent states that the two 
of risks now included for con- 
sideration are men who go as passengers 
with regular pilots handling the planes, 
and men who retain pilot's licenses, not 
engaged in regular pilot work, merely 
taking a few flights yearly, but handling 
the planes themselves. No double in- 
demnity benefits will be granted in such 
cases, but disability benefits may be 
granted in exceptional to pas- 
sengers only at an extra premium. A 
supplementary application form will be 
used for the aviation risk. 


classes 


Cases 


Use Merit Rating 


An extra premium will be charged in 
each case, the amount being determined 
by the number of probable yearly flights, 
the number of flights to be estimated 
from those taken in the This is 
somewhat of a new departure in aviation 
insurance. There are no definite addi- 
tional rates, but each risk will be judged 
and rated—and accepted or rejected—on 
its own merits. This will enable the com- 


past 


pany to spread the additional rate ac 
cording to the hazard involved, those 
contemplating regular ftghts and _ in- 


curring a greater hazard than those only 
occasionally in the air, being charged a 
greater premium. As the hazard in 
proportion to the flying time, this is re- 
garded as the true measuring stick for 
the premium. 


18 


See Increased Flying 


The officers of the Mutual Life have 
made a thorough study of the aviation 
situation in the country and believe the 
present situation warrants this liberaliza- 
tion. Flying has developed so remark- 
ably in the past few years that the avia- 
tion hazard is continually being reduced 
The new rules of the Mutual Life will 
permit the insuring of pilot-owners, and 
those traveling with a degree of regu- 
larity in regular pilot driven planes. It 
will exclude those flying in the miscel- 


laneous type of stunt, exhibition, and 
vacant lot planes and also the pilots 
regularly engaged in pilot work. It 


opens up however a broad range of ap- 
plicants who have found it difficult to 
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B. M. A. TO HOLD STAR 
SALESMEN’S CONVENTION 


MEET AT GLENWOOD SPRINGS 


Program Is Announced for Gathering 
of Kansas City Company’s Leading 
Producers 


KANSAS CITY, MO., Aug. 2.—The 
Business Men’s Assurance will hold the 
- . + 
first annual meeting of B. M. A. star 
salesmen in Glenwood Springs, Colo., 
Aug. 16-18. The program provides for 
business sessions each morning and 
afternoons devoted to recreation in one 
of the most famous of Colorado’s play- 
grounds. All the agents attending will 
be guests of the company, and if their 
production attains a certain quota they 
can bring their wives as guests as well. 
The program is as follows: 

Thursday, Aug. 16 

Club President’s Address, O. K. 
son. 

“What proportion of my 1928 business 
has been secured through cooperation of 
old policyholders, and how I secured that 
cooperation,” W. J. Pierce, leader for 
first half 1928. 

“Acres of Diamonds,” C. W. 
director of field service. 


Friday, Aug. 17 


John- 


Rogers, 


“Securing the maximum of good will 
from claims, both pending and settled,” 
J. H. Torrance, vice-president B. M. A. 

“Building a Future with B. M. A.,” 
F. J. Fleming, supervisor of Oklahoma. 


“Your Objective,” A. W. Hogue, vice- 
president B. M. A. 

“The Institution of Life Insurance,” 
Claris Adams, secretary American Life 


Convention. 
Saturday, Aug. 18 
“Securing the Utmost of Favorable Ad- 
vertising Without Cash Outlay,” Chilo 
teterson, publicity director B. M. A. 
“Why Take Things for Granted?” 





Cyrus K. Drew, editor “Insurance Re- 


port.” 

“Insurance from the Commissioner’s 
Standpoint,” J. G. McQuarrie, Utah com- 
missioner of insurance. 

“What the Public Expects of the Life 
Insurance Man of Today,” W. T. Grant, 
president B. M. A. 


MUTUAL LIFE ENTERS 
AVIATION INSURANCE 


(CONT’D FROM PRECEDING PAGE) 


secure life insurance in the past and 
truthfully fill in the application blank, It 
offers life insurance to the great bulk of 
those now participating in aviation. It 
is also recognition of the great develop- 
ment of aviation which is expected for 
the future. Not only is it believed that 
the aviation hazard is being constantly 
relieved, but it is felt that the present 
day traffic hazards are so great that re- 
lief from those while in the air is a fac- 
tor to be considered. 








“DAVE” SPRAGUE TO BE 
DETROIT SONG LEADER 


Life underwriters who attended the 
Memphis convention and previous ones 
will be glad to know that “Dave” 
Sprague, president of the Boston Life 
Underwriters Association, has agreed to 
act as song leader for this year’s con- 
vention to be held in Detroit Sept. 12- 
14. “Dave” needs no introduction to 
the life insurance fraternity and will be 
ably assisted by J. Fred Lawton, gen- 
eral agent of the Connecticut Mutual at 
Detroit, who is chairman of the open 
sessions committee. ‘ 

Mr. Lawton gained prominence at the 
University of Michigan as a “pep” 
leader and as the writer of Michigan’s 
famous foot-ball song “Varsity.” He 
was also very much in evidence during 
the war as cheer leader in Detroit’s 
Liberty Loan campaigns. 

Those attending the Detroit conven- 





tion who wish to visit Canada will find 
that complete arrangements have been 
made by the committee. George Han- 
rahan, special agent of the Manufactur- 
ers Life at Windsor, Ont., is president 
of the Border Cities Chamber of Com- 
merce, and has appointed a committee 
to cooperate with the Windsor Life 
Underwriters Association to do every- 
thing possible to make such journeys 
into Canada pleasant. There will be 
members of this committee at conven- 
tion headquarters during the three-day 
meeting. 


Feely Security Mutual Leader 


Robert M. Feely of New York is the 
leading Security Mutual Life agent for 
1927 in the number of applications 
written. Mr. Feely also won highest 
honors in the Mable “golf tournament” 
in June, being awarded a handsome 
silver trophy. Joseph Perlman of New 
York won second award and C. §S. Al- 
bert third. 


Reduces Its Par Value 


The Pacific Mutual Life has now 
taken formal action in reducing the par 
value of its stock from $100 to $10 a 
share. The number of shares has been 
increased from 40,000 to 400,000. The 
capital remains the same at $4,000,000. 
This will give general agents and pol- 
icyholders an opportunity to buy the 
stock in smaller amounts. 


Installs Accounting System 


J. L. Batchler, assistant auditor of the 
Kansas City Life, has just returned to 
the home office after an extended trip 
spent visiting the eastern agencies. Mr. 
Batchler is installing a new, remarkably 
efficient plan of agency accounting which 
is proving very popular. This plan will 
be installed in all of the agencies. 


_“MAKE every morning a new begin- 
ning. Expect much of yourself.” 


CONNECTICUT MUTUAL 
STUDIES LAPSE FIGURES 


ANNUAL PREMIUMS BEST 





Harder to Keep Semi-Annual 
Quarterly Business on Books, 
Statistics Show 


and 


The lapse ratio on policies written on 
a quarterly premium basis is four times 
as high as for those written on the an- 
nual basis. The Connecticut Mutual 
Life has made a study of its business 
which lapsed without value during 
1927. There were 1,453 policies for 
$4,224,092 of insurance which lapsed at 
the end of a temporary premium. This 
1S a ratio of 222 per cent by policies 
and 20% per cent by amounts. Using 
the formula of the Life Insurance Re- 
search Bureau and covering over 25,000 
policies with approximately $100,000,000 
of business the following lapse rates 
were found on annual, semi-annual and 
quarterly business respectively: 


Lapse Rates 


. . Policies Amounts 
Semi-annual premiums 13.2% 10.7% 
Annual premiums..... 7.2% 5.0% 
Quarterly premiums... 28.8% 27.1% 


A study of the figures shows that by 
policies the semi-annual lapse rate is 
almost double the annual and that the 
quarterly rate was exactly four times 
the annual. Compared by amount, the 
semi-annual rate was more than double 
the annual and the quarterly lapse rate 
was more than five times the annual. 
The lapse rate of the company’s 
monthly premium business was be- 
tween that of the semi-annual and the 
quarterly rate. Because of the rather 
small amount exposed it was not 
thought advisable to publish these fig- 
ures. 
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Will This Happen to You 

Some cold morning next January will 
you find yourself experiencing that thrill 
of packing summer clothes in your luggage 
while the snow whirls outside the window 
panes? Will you taxi down drab icy 
streets and board a train for the South- 
land with the vision of summer before you? 
Quickly the hours will pass, as hours do, 
in pleasant conversation and reading. All 
through the night the train glides swiftly 
southward. Then on the morrow, behold 
the miracle! Winter has vanished! It is 
summer and you step from the door of 
your Pullman into the sunshine and 
fragrance of Palm Beach. 

You still have the balance of August and 
the entire month of September to complete 
your qualification. Do not fail to put forth 
every effort for to miss the Palm Beach 
Convention will be to miss a glorious treat. 





Dates Ahead 

Palm Beach—January 23, 24, 25, 1929 

We know everyone was delighted to re- 
ceive Dr. Simmons’ letter announcing the 
Royal Poinciana Hotel as the headquarters 
of the Convention in Palm Beach and the 
dates of the meeting as January 23, 24 and 
25, 1929. Heretofore we have held two- 
days’ meetings and this extra day will give 
us not only more time to devote to busi- 
ness but more time to play at America’s 
Great Winter Playground. 





Miss Macfarlane Honored 

The many friends of Miss B. B. Mac- 
farlane, Supervisor for Louisiana, will be 
pleased to learn that she has been made 
Chairman of the Committee on Education 
of the National Association of Life Under- 
writers. For sometime Miss Macfarlane 
has served on this Committee and her ap- 
pointment as its head is the just reward 
of the splendid work she has been doing 


along educational lines both for the Pan- 
American and the Life Insurance Fra- 
ternity. Miss Macfarlane succeeds as 
Chairman, Mr. Frank L. Jones, who is 
retiring from field work to accept a vice 
presidency of the Equitable. 





Five Point Victory Policy 

There are five distinct features which 
guarantee— 

1. Immediate Cash for Premature Death. 

2. Life Income for Total Disability. 

3. Independent Income for Old Age. 

4. Immediate Cash Loan for Unemploy- 
ment. 

5. Double the Insurance for Accidental 
Death. 

Under the Pan-American Life Five Point 
Victory Policy Plan vou can be financially 
free—you can enjoy life without worry— 
you can have the things you have always 
wanted and in the meantime there is a 
fund steadily accumulating to provide you 
with the comforts and pleasures of life in 
old age. By simply making a limited 
number of small denosits this fund will be 
waiting for you when your working days 
are over. This, however, is only one of 
the many benefits this plan affords you. 

The Five Point Victory Policy will guard 
and protect you— 

1. If you die: 

Your family or estate will receive the full 
face of the nolicy in immediate cash. 

2. If you die by accident: 

The policy will nay double the face value 
in immediate cash. 

3. If vou suffer total disability: 

You, yourself, will receive an annual in- 
come for life; the Company will pay the 
premiums for you, and upon your death, 
the FULL FACE of the policy will be 
paid. 

4. If you live: 

You are guaranteed a substantial de- 
crease in premium payments at every five- 
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year period, which guarantees you a very 
low net cost and at the same time a fully 
paid up policy. 

5. lf you wish a savings fund: 

You can mature this policy as an Endow- 
ment, according to its terms, and receive 
more than the full face of the policy. 





Missouri Appointment 
We are very pleased to announce the 
appointment of Mr. I. M. Fleming and his 


son, Mr. George Fleming, as General 
Agents of the Company at Springfield, 
Missouri. Mr. Fleming and his son have 


been very successful in the investment 
business which they have conducted in 
Springfield for several years and are promi- 
nent in the business life of Springfield and 
move in the highest social circles. 





Over Insurance 

The pamphlet entitled “‘Over Insurance” 
recently mailed to you is No. 1 of a series 
of articles written by the Underwriting De- 
partment for the information of the Agency 
Force. Do not fail to read this booklet 
carefully because it carries an important 
message and should give you much valu- 
able information in regard to a very im- 
portant phase of Life Insurance under- 
writing. ° 





The Measure of a Man 

Courage is the badge of manhood. Add 
to this fortitude and indomitable will and 
you have three of the greatest qualities 
that go to make a man. Harry E. Allison 
of Indiana, Pennsylvania, possesses these 
qualities and more. So badly crippled with 
rheumatism that for years he could scarcely 
leave his room and now recovered only to 
such an extent that he can be carried to 
and from his automobile, he has succeeded 
already in making a double qualification for 
the Palm Beach Convention. What he has 
accomplished under this severe physical 
handicap should be an inspiration to every 
man in our Field Organization. Those of 
you who have strong bodies and nimble 
hands and feet should heed the lesson which 
Harry Allison’s wonderful courage, forti- 
tude and determination have —— 

D. C. 





Mr. Leonard A. Goodman 


Our many readers will be interested in 
knowing that Mr. Leonard A. Goodman 


THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN REVIEW. 


has recently been elected to the first Vice- 
Presidenc of the El Paso Association of 

ife Underwriters. Not only have Mr. 
Goodman’s knowledge of the business and 
his ability as an underwriter earned for 
him this merited recognition, but because 
he always strives to observe the best ethics 
of his chosen profession. 





What Makes A Winner 


‘What would vou think of driving eighty 
miles to have an applicant examined for 
Life Insurance? Would vou do it? Mr. 
C. W. Tatum of the H. S. Smith Agency 
did this and as a result he was the leader 
in his agency during the month of March 
and as you know was the leader in his 
class for the President's Month Contest 
and won one of the handsome Waltham 
Watches given by the Company as prizes 
during March. e want to congratulate 
Mr. Tatum on his splendid success. 





Mr. Young Appointed Supervisor 

Mr. Richard S. Young has been ap- 
pointed the Company’s Supervisor for cen- 
tral Tennessee. Mr. Young is a success- 
ful Insurance man but for the past few 
years he has devoted himself to other lines. 
He has now returned to the Life Insurance 
business which he is determined to make 
his life’s work. Mr. Young is making his 
headquarters temporarily at Smithville, but 
intends to move to one of the larger towns 
in his territory as soon as he gets his 
work under way. 





Pan-American Service 

Educational Course. 

Sales Planning Department. 

Unexcelled Life Policies. 

Child’s Educational Endowment. 

Combination Life, Accident and Health 
Policy. 
Substandard Insurance for Under-average 
lives. 

Group Insurance. 

All forms of Accident and Health Insur- 
ance. 





We have a few general agency openings 
for men who measure up to Pan-American 
For information write to 


ideals. 
' E. G. SIMMONS, 
Vice-President and General Manager. 
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COMPETITION IS KEEN 
IN REINSURANCE FIELD 





Now an Important Phase of Life 
Underwriting, with Huge 
Annual Total 


TEN COMPANIES ACTIVE 


Also Several Groups Operate as Re- 
insurance Pools—Closely Watch- 
ing Business Development 





NEW YORK, Aug. 2.—Reinsurance 
of life insurance is rapidly becoming one 
of the important factors in the business 
and competition for the surplus lines is 
constantly growing keener. The de- 
velopment of reinsurance business is 
almost entirely a post-war phase of life 
insurance, but in this short time, it has 
taken on proportions that compare favor- 
ably with some of the important 
branches of the business. No figures are 
available, but it is estimated that at least 
half a billion of this is written annually 
now and the total is constantly increas- 
ing. In the few years of intensive de- 
velopment, several billions have probably 
gone on the books and ten companies 
have actively entered the field in addi- 
tion to the numerous arrangements for 
exchange of surplus lines. 
Two Types of Business 


Reinsurance business is written in two 
ways. The older form is the exchange 
of surplus lines between two or more 
companies and this plan of operation is 
still-important. There are four or five 
rather important reinsurance pools of 
this nature, one in particular listing in 
its exchange agreement a half dozen of 
the well known smaller companies. The 
other type of reinsurance and probably 
the larger type is that which is definitely 
reinsurance. One company reinsures the 
surplus line, or a portion of it, of another 
company. Many companies are active 
1 this field, though the bulk of the com- 


petition comes from about ten. The 
others have scattered reinsurance con- 
tracts and, for business reasons, make 


one or two contacts of this nature, but 

are not aggressively soliciting such busi- 

ness. Of the ten, but three are strictly 

reinsurance companies, the others being 

direct-writing companies which have 

opened reinsurance departments—though 
some cases, these departments are of 
size of many prominent companies. 

Active in Field 


Most noteworthy of this last type is 
the Metropolitan Life, of course, which 
has a reinsurance department that sur- 
many companies in size. The 
Metropolitan leads the list in production 
of reinsurance business, though its busi- 
ness is particularly eastern. It is typically 

eastern reinsurer. The North Ameri- 
can Reinsurance of New York, the larg- 
est company devoting its attention ex- 
lusively to reinsurance of life insurance, 
is only five years old, yet its business is 
equal to that of many long established 
companies. It is typically a national 
reinsurer, havine contracts throughout 
the country. The other most active 
ompanies are the Lincoln National Life, 
typically a western reinsurer, Sun Life 
Canada, largely an eastern reinsurer, 
onnecticut General, with contracts in 
all sections of the country. American 
Central, a western reinsurer, Reinsurance 
Life of America at Des Moines, a rein- 
surance only company doing a western 

Travelers, with connections in 
American Life of Dallas, 
typically a western company. A new- 
comer has just entered the field with 


stron; 


g¢ backing and promising keen com- 


passes 


Cor 


Dusinece 
Usiness 


all sections, 





LIFE INSURA 


By Cc. C. 
iNash of t 


IN NEW QUARTERS 


Andrew Kakoyannis, who was recently 
appointed uptown ordinary manager for 
the Prudential, has moved into his new 
offices in the Graybar building. He has 
handsome and excellently equipped quar- 
ters, though he will shortly have to ex- 
pand even beyond this space with the 
rapid growth of the agency. Mr. Kako- 
yannis has just graduated a class of 
seven agents who have gone into the 
field, one of whom sold $48,000 in his 
first two weeks. 
other school, so that he will have a force 


of full time agents of twelve men in a 


few weeks. He is conducting these 
schools himself, and will continue them 
until he has rounded out a complete 
agency organization of 
thirty men. Mr. Kakoyannis has started 


in a big way in the general agency field. | 


He was formerly a leading agency pro- 
ducer for the Prudential. 
*x* * x* 
FANNY BRICE IS INSURED 


Arthur W. Stebbins, president of Steb- 
bins, Leterman & Gates, prominent New 
York brokers, has closed a $500,000 case 
on Fanny Brice. A life insurance policy 
of this size was taken out on the life 
of this famous Warner Brothers’ actress 
by the producers at an annual premium 
of approximately $16,500. Stebbins, 
Leterman & Gates are insurance brokers 
for Warner Brothers, as well as many 


other leaders in the motion picture field. | 


Only recently Mr. Leterman insured 


Eddie Cantor’s eyes for $500,000 and the | 


He is conducting an- | 


twenty-five of | 


NCE EDITION 


AS SEEN FROM NEW YORK 


NASH, JR. 
he National) 


1928-29 the greatest year in the history 
of the New York Association of Life 
Underwriters. Elected president to suc- 
ceed Peter M. Fraser, he has only been 
in office six weeks, yet he has completely 
rounded out the working organization 
for the coming season. This work has 
customarily been postponed until fall, 





WLUERTH 
York Association 


| GUSTAV Cc, 


President New 


famous eyes of Ben Turpin for $100,000, | 


he has many $500,000 and $1,000,000 risks 
among the Hollywood notables. He has 
now added Fanny Brice to his list. She 
is now completing a new Warner Broth- 
ers film at her Hollywood studio, called 
“My Man.” Mr. Leterman last week in- 
sured the hands of Tom Heeney, prior 
to his fight with Gene Tunney, for 
$200,000. 


ORGANIZATION ROUNDED OUT 


Gustav C. Wuerth is defying the sum- 
mer heat in his strenuous efforts to make 


petition, the Pilot Life Reinsurance of | 


New York having been formed as the 
running mate for the Pilot Reinsurance, 
which has a large fire business. These 
companies furnish the bulk of the com- 
petition, but that is keen and growing 
more so every day. 

The present size of the business, as 
roughly estimated, is about $500,000,000 
annually. As this is almost entirely the 
creation of organizations in operation 
than 15 vears, it is a remarkable 
development. Prior to 15 years ago re- 
insurance of life insurance was a negli- 
gible factor. Now, it is of first im- 
portance and practically every company 
has some connection for automatically 
disposing of the surplus lines offered. 
With the phenomenal development of 
life insurance in the past decade and the 
notable increase in the policy limits, need 
for reinsurance facilities has become im- 
perative. As the reinsurance companies 
now offer facilities as high as $500,000 
gross lines, this offers an opportunity 
for the direct writing company to offer 
its agents the limits of their own reten- 
tion plus this reinsurance contact. In 
some cases this may take the available 
policy to the $800,000 mark or over. 
There is also the company which has 
always maintained a $5,000 or $10,000 
limit, these facilities permitting them to 
enter the field aggressively with policy 
limits in proportion to those generally 
offered in the field. As the demand for 
larger policy limits is persistent, the de- 
mand for reinsurance facilities is increas- 
ing. Limits are constantly being in- 
creased and this largely through such 
reinsurance contacts. 


less 


There are also several types of busi- | 


but Mr. Wuerth is getting all of these 
details out of the way so that in the fall 
he can undertake the definite yearly pro- 
gram without delay. With precedent of 


|a_record year under the guidance of 
“Pete” Fraser, Mr. Wuerth is setting 
| his goal at a still greater year and 
planning many innovations to accom- 


plish this. 


THE easiest way for a newcomer to get 
| special attention from the neighborhood is 
to run up a lot of bills he can't pay. 


ness that 


come before the reinsuring 
companies. j 


Jumbo lines, of course, are 
presented with ever increasing fre- 
quency. With $1,000,000 policies almost 
as common as the $100,000 policies of a 
decade ago and the $100,000 policies 
almost as common as $10,000 policies of 
that period, the offerings of this classi- 
fication are numerous. They are not, 
however, the preferred class, as the re- 
insurance companies are not over 
anxious for this class of business. There 
is a feeling that the jumbo lines carry a 
greater hazard than the ordinary busi- 
The most preferred business is 
that which comes as direct surplus line 
from a company in which a faithful 
policyholder has exhausted its own re- 
tention. That is, a policyholder may 
have added to a small original policy 
from time to time, until he has taken out, 
say, $400,000—the company’s limit. If 
he then seeks an additional $50,000 or 
$100,000 for some very good purpose, he 
is an admirable risk. On the other hand. 
a man may have scattered his 
among a dozen companies from time to 
time, so that when he seeks an additional 
$100,000, it may take him into the jumbo 
class, with possibly several millions, or 
he may apply for $1,000,000 at once, with 
similiar spread. That type of risk is 
less acceptable, though, of course, com- 
petition is so keen that he is not rejected 
unless very patently a poor risk. The 
other type is preferred, however, and it 
was for such cases that reinsurance was 
intended, not necessarily in those high 
ranges, but under such circumstances. 
| Whether it be the surplus line of a $5,000 
limit or of a $400,000 limit, if a single 
(CONTINUED ON PAGE 22) 
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PLAN CONFERENCE FOR 
LIFE OFFICE MANAGERS 


Annual Meeting Will Be Held in 
Chicago Sept. 27-29—Pro- 
gram Announced 


FOUNDED BY F. B. MEAD 


Company Executives to Study Various 
Phases of Problems of Administra- 
tion and Management 





The annual conference of the Life 
Office Management Association will be 
held in Chicago Sept. 27-29. A very 


interesting and instructive program has 


been planned and several of the com- 
mittees reporting at the conference 
have been devoting considerable time 


during the past year to making inten- 
sive studies of the particular subjects 


tc be discussed. 


Organized Four Years Ago 


The Life Office Management Associ- 
ation came into existence at the instiga- 
tion of Franklin B. Mead, vice-presi- 
dent of the Lincoln National Life, who 
invited a number of life insurance ex- 
ecutives to mect in Ft. Wayne in 1924. 
The outcome of the meeting was the 
formation of the association. Its object 
establish a closer acquaintance- 
ship between legal reserve life insurance 
executives interested in the problems of 
home office administration. 

Membership in the organization at 
the present consists of 130 life 
companies located throughout the 
United States and Canada. E. E. Reid 
is president. Mr. Reid is general man- 
ager of the London Life of Ontario. 
The total insurance in force represented 
by its member companies is said to ex- 
ceed that of any other life insurance 
organization. The program for the 
meeting follows: 


is to 


time 


Thursday Morning 


10:00 Presidential Address 

“The Training and Control of Office 
Correspondents by Dn k WwW Dignan 
La Salle Extension University 

Committee Report 

Home Office Expenses Chairman F 
B. Mead, vice-president Lincoln National 
Life r) committee will also present 
the results of its studies of premium ac- 
counting, home office agency records and 
their correlation 

Thursday Afternoon 

Impairment Filing and the Russell 
Soundex Svstem,” by L. E. Lancaster, in- 
surance service department Library 
Bureau 

“Home Office Expenses,” Chairman W 
D. Holt, assistant manager records de- 
partment, Provident Mutual Life s € 
Cameron vice-president and actuary 
Great Southern Life kK M Clark 


Phoenix Mutual Life; James Scott, comp 


troller, Missouri State Life 
Russell Soundex System v Straight 
Alphabetical Filing as Applied to M. I. B,” 
Ch rman Harold F. Larkin, vice-presi- 
dent, Connecticut Mutual Life; Charles FE 
Jo ton, assistant cretary Phoenix 
Charles R. Dent, secretary 


Mutual Life 
or nftederation Life 


Thursday evening an informal banquet 


and at ddress by a speaker to be s¢ 
lected, music, dancing, entertainment 
Friday Morning 

9-30 Some Recent Developments Ir 
the File of Office Appliances by Nor- 
man ©. Mick, business manager, The Sys- 
tem Company 

“Son Applications of Office Machinery 
at the Travelers,” by D. A. Reed, assist- 
ant secretary, Travelers 

“Home Office Mechanical Appliances,” 
Chairman W I’ Barber, Jr., associate 
actuary, Connecticut Mutual Life Sev- 








8 


particular applications of office 
to home office operations will 
detail, illustrated 


eral 
equipment 
be presented in 
by forms and charts. 

“Home Office Buildings,” Chairman L. 
«i Ashton, secretary and treasurer, 
Provident Mutual Life. The report will 
cover a study of some of the physiologi- 
cal factors of office buildings having a 
bearing upon clerical production. 


some 


Friday Afternoon 


1:30—“Home Office Organizations,” 
Chairman F. L. Rowland, manager per- 
sonal and planning départment, Lincoln 
National Life. This report will cover a 
study of the history and development of 
dife insurance home office organizations 
in small, medium sized, and large com- 
panies. 

“Home Office Mechanical Appliances,” 
Chairman Henry Holt, assistant actuary, 
National Life; M. D. Johnson, chief ac- 
countant, Lincoln National Life; D. N. 
Warters, assistant actuary, Bankers Life; 
J. A. Clague, chief accountant, Sun Life 
of Canada. 

“Home Office Buildings,” Chairman C. 
M. Taylor, assistant secretary, Provident 
Mutual Life; E. J. Stoker, office manager, 
Pilot Life; R. F. Tull, secretary, Fidelity 
Mutual Life. 

“Home Office Organizations,” Chairman 
Ben V. Lacy, vice-president, Protective 
Life; H. E. Moore, Jr., vice-president, 
Pacific Mutual Life; H. H. Allen, secre- 
tary, Mutual Benefit Life. 

Friday evening special demonstrations 





THE NATIONAL UNDERWRITER 


of mechanical equipment will be given 
using home office forms and routines. 


Saturday Morning 

9:30 — “Equipment Standardization,” 
Chairman B. J. Perry, vice-president, 
Massachusetts Mutual Life. 

“Selection, Development and Remunera- 
tion of Home Office Employes,” Chair- 
man Dr. Henry W. Cook, vice-president 
and medical director, Northwestern Na- 
tional Life. 

“Equipment Standardization,” Chair- 
man G. A. Drieu, assistant secretary, 
Connecticut General Life; O. G. Sherman, 
assistant to the vice-president, Metro- 
politan Life; H. R. Pierce, assistant sec- 
retary, National Life. 

“Selection, Development and Remunera- 
tion of Home Office Employes,” Chair- 
man H. R. Rhoades, personal department, 
Metropolitan Life; Miss Marion Bils, as- 
sistant secretary, Aetna Life; H. C. Pen- 
nicke, manager service and planning 
department, American Central Life. 


CONVENTION OF PEOPLES LIFE 


Chicago Company Holds Annual Meet- 
ing of Its Leading Producers at 
Headquarters 


The annual agency convention of the 
Peoples Life of Chicago was held in 
that city last week. G. L. Lutterloh, 
secretary and treasurer, officiated at the 





first business session. The mornings 
were devoted to business, and there were 
recreation and entertainment features 
each afternoon. One day the officials 
of the company chartered a bus for the 
afternoon and took the agency force on 
a sight-seeing tour over 45 miles of 
Chicago’s boulevard system. Dinner 
that evening was served at the Hotel 
La Salle, following which the agents 
were guests of the officials at a theater 
party. On another afternoon the agents 
were taken to a ball game. The ladies 
present at the convention were taken 
on a tour of the shops of Chicago under 
the guidance of several home officers’ 
wives. One morning was devoted to an 
inspection of the new home office quar- 
ters of the company. 

The convention concluded with a 
banquet at which the principal speaker 
was President Seymour Stedman. Mr. 
Stedman made a witty and diverting 
speech. 

At the first business session all agents 
qualifying for the $250,000 and $125,000 
Clubs were installed in office, according 
to their rank in production and present- 
ed with beautiful gold pins indicating 
their accomplishment. 

E. J. Cotter, assistant secretary, had 
complete charge of the business 
sions and kept them moving along at a 
lively pace. 


ses- 








Medical. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 

Standard and Substandard Risk Contracts. 
Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Ill, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running - 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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COL. AUSTIN MOVING TO 
CHICAGO HEADQUARTERS 


BANKERS NATIONAL CHANGES 


Agency Vice-President Goes West— 
McCallum to Denver—Ramee in 
Charge in East 


JERSEY CITY, N. J., Aug. 2.—Col. 
Harry G. Austin, vice-president of the 
Bankers National Life of Jersey City, 
is moving his headquarters to Chicago 
this week, where he will be vice-presi- 
dent in direct charge of agency devel- 
opment in Michigan, L[llinois, Wiscon- 
sin, Indiana, Ohio, Kentucky and _ pos- 
sibly Minnesota. William McCallum, 
who has been Chicago manager in 
charge of the Illinois field, has gone to 
Denver as superintendent of agencies of 
the Denver running mate, the Bankers 
National Life of Colorado. George 
Ramee, who joined the company this 
year, will take over the eastern work 
handled by Colonel Austin as assistant 
superintendent of agencies. 

Strengthens Organization 

This change gives the Bankers Na- 
tional Life a stronger organization in 
the west with the agency vice-president 
directly in charge of agency develop- 
ment. Col. Austin is one of the veterans 
in the life insurance business, formerly 
president of the Old Colony Life of 
Chicago. Mr. Ramee, who will take 
over the eastern agency work, is a man 
of long experience, having been in the 
life insurance business for 20 years. He 
started with the Mutual Life in 1908, 
went with the Berkshire in 1925, and 
later joined the Marsh & McLennan 
office as manager of the life department 
in New York. Col. Austin is leaving 
this week to take up new work in the 
west. Ralph Lounsbury is executive 
vice-president in general charge of the 
Bankers National of Jersey City, which 
has grown with remarkable rapidity. 


DAVIS RESIGNS POSITION 


Northwestern Mutual Life Assistant 
Superintendent of Agencies to Re- 
turn to Field Work 


MILWAUKEE, Aug. 2.—John P. 
Davies, assistant superintendent of agen- 
cies for the Northwestern Mutual Life, 
has resigned, according to an announce- 
ment at the home office. Mr. Davies said 
that he will return to the field and will 
make known his new connection within 
a short time. 

Since coming to the home office about 
five years ago, Mr. Davies has_ had 
charge of the educational work of the 
agency department. He outlined, com- 
piled and prepared the educational cor- 
respondence course for the company’s 
agents. With the assistance of the home 
office staff, he revised all the sales let- 
ters and the pocket manual, and he has 
also developed successful sales promo- 
tion plans. 

Mr. Davies has held meetings in the 
general agencies of the company in all 
parts of the country and is well known 
among all the agents. His association 
with the Northwestern Mutual Lite 
dates back to 1912. He became an agent 
at Madison, Wis., and a year later was 
made a district agent. He was district 
agent until the World War broke out. 
He was an airplane pilot during the war 
and was an instructor in bombing. 

Following the war, he was named 
general sales manager for the Curtiss 
Airplane & Motor Co., New York City, 
and remained with that concern two 
years. 

He then went back to the Northwest- 
ern Mutual Life as an agent in New 
York City. He did supervisory work tor 
both the John I. D. Bristol general 
agency, New York City, and with W. F. 





Atkinson, general agent at Brooklyn. 
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RULIXG ON PREMIUM 
COUPONS IMPORTANT 





Tax Board’s Decision Means Im- 
mense Saving to Companies 
Writing Such Policies 


RESERVE DEDUCTION MADE 


Precedent-Making Case Is Culmination 
cf Fight by American Life Con- 


vention Counsel 








decision of 
Ap- 
the 


\ detailed study of the 


United States Board of Tax 


cals In passing the tax case of 


Life of 


on 


Standard Pittsburgh, reveals 


that life insurance obtained one of 
y the tax board in recent months when 
the the 


any’s contention that coupon reserves 


recognized legality of com- 


are a reserve required by law. 


| 
| 
the 
ost far-reaching rulings handed down 
} 
| 
Under the Board of Tax Appeals rul- 
ing all life companies issuing policies 
carrying guaranteed premium reduction 


coupons may hereafter claim the deduc- 
tion of 4 percent interest earning on 
the coupon reserves in computing in- | 
come taxes. 


The ruling, unless the in- | 
ternal revenue department appeals, will | 
vecome decisive in all similar cases now 
ending and the saving to life com- | 
‘anies issuing coupon life policies will 


run well into six figures. The annual 
saving in the future will progressively 
crease. 


\t present there are 53 life companies, 
embers of the American Life Conven- 
on, issuing such coupon policies, and | 


LIFE 


30 of these companies now have simi- 
lar appeals pending before the United 
States Board of Tax Appeals. Unless 
the United States Supreme Court should 


later overrule the board's ruling, the 
decision in the Standard Life case will 
undoubtedly be accepted by the board 


as governing in all similar cases. 

The fight for the deduction of coupon 
reserves under the income tax law 
the first big task undertaken by Claris 
\dams after he assumed duties as 
chief counsel and secretary-manager of 
American Life Convention in the 
1926. 
controversy was whether or 
maintained to retire coupons 

reserves required by law within 
meaning of Section 245 (a) (2) of 
the revenue act of 1921 and similar sec- 
tions of subsequent acts. If this fund, 
which amounts to a very considerabk 
sum with many companies, is a reserve 
required by law, they are entitled to a 


his 


the 
tall of 

The 
reserves 
were 


the 


not 


deduction of 4 percent interest earning 
on such fund in computing their in- | 
come taxes. 


Deduction Was Kefused 


Che commissioner of internal revenuc 
refused to allow this deduction the 
theory that a matured coupon was 
merely an accrued liability; therefore, a 
simple debtor and creditor relationship 
existed between the company and the 


on 


policyholder, and the fund reserved to | 
life | 


redeem such coupons was not a 
insurance reserve in the technical sense. 
Mr. j 


nal revenue department four times in an 


endeavor to have the commissioner re- | 


verse his position on the question, but 
without success. He also prepared and 
filed an exhaustive brief. 

When the Standard Life case 
tried before the Tax Board, A. J. Bar- 
ron, general counsel f 


Was 


for the company, 
appeared for it while Mr. Adams repre- 
sented the American Life 
participating in the presentation of the 
H. W. Buttolph, actuary of the 
American Central Life and chairman of 


Case. 


INSURANCE 


was | 


\dams appeared before the inter- | 


Convention, | 


i 


EDITION 


the American Life Convention's actua 

rial committee, gave expert testimony | 
in the case. O. J. Arnold, president of 
the Northwestern National Life and 


president of the American Life Conven 
tion, and George Graham, vice-president 
of the Central States Life and former 
president of the American Life Conven- 
tion, acted in an advisory and consulting 
the preparation of the 


capacity in Cast 


Resolution Adopted by Commissioners 


In April, 1927, Mr. Adams prepared 
a resolution for submission to the com 
mittee on blanks of the National Cor 


vention of Insurance 
Che Commissioners 
the resolution as drawn by 
It reads: 

“There 
lornuty among 
so-called ‘coupon policies’ mn 


Commissioners 
} 


passed 


\dams 


Convention 


Mr. 


lack of um 
which write 
the manner 
of reporting matured coupons which are 
cashed by the policyholder as they 
due, but are permitted to 
remain with the company 
to apply to the reduction of the pre 
mium-paying period, the purchase of 
additional insurance, or some _ similar 
guaranteed policy benefit. The proceeds 


has been som 


companies 


not 
become accu 


mulate and 


ot such matured coupons are, clearly, 
held by such companies to meet guar 
anteed policy obligations at maturity 
They are, therefore, reserves required 
by law, and should be included in the 
reserves of the company reported above 
Line 7 on the convention flank.” 

Che Board of Tax Appeals in its rul- 
ing in the Standard Life case referred 


to the resolution adopted by the com- 


missioners. 


Maryland Life’s Increase 

Charles C. Claybaugh, superintendent 
of agencies of the Maryland Life, reports 
that the company made a 10 percent in 
crease in paid business the rst six 
months of this vear over the correspond- 
ing period of 1927. 
sales facts into the ap 


“GET real 


proach.” 


APPLICATION DID NOT 
TELL KIND OF POLICY 


United States Circuit Court of 
Appeals Passes on Impor- 


tant Case 


COMPANY WON THE SUIT 
Contract Differed from the One Which 
the Applicant Wished But Did 
Not Prescribe 


] Jrake . 
state 


plaintiff 
Life 


case ot Bernice 


Missouri came 
the l 


Appeals, 


nited States Cuircuit 


Court of Sth circuit, from the 


United States district court for eastern 


Oklahoma The application for insur- 


ance did not specify the plan upon which 


the policy was to be written Che com- 
pany could not tell what form of con- 
tract was called tor The company pur- 
ported to issue a policy which was dil- 
ferent from that which the applicant 
wished The court held that the com 
pany did not consent to be bound to 


the contract which the applicant desired 
and theretore contract of insurance 
was effected 

Facts in the Case 


no 


On Aug. 8, 1923, J. F. Drake, hus- 
hand of Bernice Drake, signed an appli 
cation for $50,000 “on the term N, P. 
S. C. plan rate.” N. P. S. C. meant 
‘non-profit-sharing convertible.” H. J 

| Brown, an agent in Oklahoma, took the 
application and forwarded it to the com- 
pany Mr. Drake told Mr. Brown he 


wanted the cheapest policy the company 
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of Service 





A $150,000,000 
Company 


A COMPLETE LINE OF POLICY CONTRACTS 
REAL SALES AIDS FOR REPRESENTATIVES 


Excellent Territory available for General Agency Development 


Write 


MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Saint Paul 


Minnesota 

















wrote. This was the non-participating 
convertible 5-year term policy, plan 
The plan was not stated in the applica- 
tion as made out by Mr. Brown and 
was not discussed. Mr. Brown calcu- 
lated the premium to be $516.50. Mr. 
Drake paid the agent that amount. The 
premium should have been $515.50. 


Application Was Returned 


Application reached the head office 
Aug. 13. It was returned to the com- 
pany’s general agent in Oklahoma to 
have stated the length, of term and the 
full name of the beneficiary. At the 
same time Mr. Drake made the applica- 
tion mentioned, he also made applica- 
tion for a similar policy for $100,000, 
the beneficiary to be his partner. Be- 
cause of the amount of insurance called 
for a second medical examination was 
required and made Aug. 20. The re- 
port was received Aug. 22. Some fur- 
ther physical tests were required and 
were completed so far as the home of- 
fice was concerned Oct. 17. The rating 
sheet which gives the history of the ap- 
plication contains a notation under date 
of Oct. 19, being initialed by two as- 
sistant medical directors and the fourth 
vice-president who has the authority to 
pass on applications. The total amount 
of insurance being more than the com- 
pany’s limit, it intended to retain $20,- 
000 and reinsure the balance. 


Went to Policy Division 


The application went to the policy di- 
vision Oct. 20. The policy of insur- 
ance which carried a premium nearest 
$516.50 was the five year term non- 
profitsharing “A” plan, which was the 
policy that the agent and applicant had 
in mind. The company construed the 
application calling for insurance on the 
“C” plan, thinking the letter “C” before 
the word “plan” in the application to 
refer to that kind of a contract. The 
company was not permitted to write 
$50,000 on the “C” plan. 

Finally it was determined to issue a 
policy on the “B” plan calling for a 
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premium of $518. Mr. ye died the 
night of Oct. 22. At that time most 
but not all the reinsurance had been 
effected. The reinsurance was being 
arranged on the basis of the policy being 
issued on the “B” plan. On Oct. 24 a 
notation on the rating sheet showed 
that the company authorized a Class 
“B” $10,000 term policy. The court said 
in part: 

“The thing which is fatal to the claim 
of the plaintiff is that the consent of the 
company to be bound by the contract 
which Mr. Drake proposed to make is 
entirely absent. The approval of the ap- 
plication did not amount to a consent, 
because those approving it had one 
thing in mind, w hile Mr. Drake had an- 
other. The fact is that Mr. Drake was 
entitled to refuse the policy the company 
was preparing to tender him, and re- 
cover his premium, and the company 
could not have successfully defended 
against a suit to cover it. 


Comment by the Court 


“It had not earned one dollar of the 
premium paid by Mr. Drake at the time 
of his death. It cannot be said that 
Drake was insured prior to his death 
upon the “A” plan, because the evi- 
dence shows that the company never 
had in mind that his application was for 
that kind of insurance, nor was he in- 
sured on the “B” plan, because he had 
made no offer to become so insured. 
The knowledge of the agent cannot help 
matters, because the acceptance of the 
application was, by its terms, for the 
company at its home office, and it did 
not accept the application for the policy 
Mr. Drake intended and agreed to pay 
for.” 


One step won't take you very far, 
You've got to keep on walking; 

One word won't tell folks what you are, 
You've got to keep on talking; 

One inch won't make you very tall, 
You've got to keep on growing; 

One application won't do it all, 
You've got to keep on going. 

—W. Lightfoot Bennett, Chicago. 








LIFE INSURANCE IS WILL 
THAT CANNOT BE BROKEN 


CREATES IMMEDIATE ESTATE 


——_—_——» 


Probate Judge William H. Lueders of 
Cincinnati Broadcasts Some Ad- 
vantages of Proper Protection 


Probate Judge William H. Lueders of 
Hamilton county, O., who is a director 
of the Western & Southern Life, not 
long ago gave an address on the ad- 
vantages of life insurance from one of 
the local broadcasting stations. Extracts 
from his address follow: 

“In my opinion, the most important 
link of relationship between us as a peo- 
ple, for our spiritual benefaction and the 
tuture, is that voiced in our various re- 
ligious beliefs; and a close second, the 
greatest substantial blessing of this age 
and generation, is life insurance. Most 
people starting out in life do not have 
a chance to accumulate much in the way 
of property or investments for a num- 
ber of years. Early earnings are small: 
consequently, immediate adequate pro- 
tection can be created only by life insur- 
ance at this stage. 

Estate 

“Investing in a life insurance policy 
today, payable on your demise, creates 
an immediate indefeasible estate, col- 
lectible in full in the near or distant 
tomorrow as the case may be, and this 
benefaction is yours for a deposit of 
about 3 percent annually of the estate 
you desire to accumulate. Other invest- 
ments cannot achieve the same result. 
They may, after vears, pay a higher rate 
of interest; but they give no uncondi- 
tional absolute present value and protec- 
tion. One hundred dollars invested in a 
safe stock today may mean $200 in 10 
or 12 years; but, $100 invested in a life 
insurance policy today, in case of your 


Creates Immediate 





death, guarantees payment of $3,000 to 
your family tomorrow. 

“All of us, wisely, insure our homes, 
even before completion, if we build. We 
insure our chattels and our automobiles 
against accident, fire and theft. We 
regularly renew these policies on their 
expiration ; and yet, only one house out 
of every 200 is ever destroyed by fire 
We insure and reinsure these, our pos- 
sessions, and only rarely is a loss sus- 
tained: while, despite the fact that old 
age and death are absolutely certain, we 
neglect the most important insurance 
insurance on our lives. Life insurance 
statistics show that a large majority of 
the men who die in this country leave 
no estate other than life insurance, and 
most of them a pitifully small, inade- 
quate amount. As a result, most of the 
widows of the land lack life’s comforts 
and many of them are in actual want 
Every day we meet men and women to 
whom life seems more. disastrous than 
death, who in their younger productive 
years gave no heed to prudence, thrift 
and economy, to whom tomorrow had 
no significance; who face life’s decline 
with little or nothing in sight, other than 
a wretched, dependent old age. How 
different their position would be had 
they gven thought to an endowment 
policy. 

‘A life insurance policy is a will that 
cannot be broken. The money stipulated 
in the policy will be paid to the persons 
named therein and will be paid in full 
as directed. No lawsuit, no trouble, no 
expense. Life insurance is, without 
question, the greatest material benefac- 
tion of this day and generation. It puts 
a premium upon habits of thrift and sav- 
ing. It is the only way by which a man 
without capital can at once create an 
estate, thereby providing for tomorrow 
protection for himself and his family 
giving them security against the day 
that must and will come to us all. Th 
proceeds of a life insurance policy con- 
vert a beneficiary from a dependent into 
a self- -respecting, self-sustaining member 
of society. 
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AGENT WAS HELD TO BE 
AGENT OF THE COMPANY 


—_—_—- 


GENERAL AGENT LOSES CASE 


Bank Had Right to Renewal Commis- 
sions Assigned by Salesman—Claim 
of Forfeiture Rejected 


The United States Circuit Court of 
Appeals in the eighth circuit has ren- 
dered a decision in the case of Hermann 
J. Hirschmann vs. Bank of Dassel. The 
agent was the representative of the 
company working under a general agent. 
The contract provided that the soliciting 
agent was “in the service of the com- 
pany,” that he should receive a higher 
rate of commission on first premiums 
than the general agent was entitled to, 
that renewal commissions were not 
limited to the time “while in the service 
of the company” and that he need not 
look to the general agent for the pay- 
ment of commissions. The court found 
that the company regarded him as its 
agent. 

It was accordingly held that the so- 
liciting agent was the agent of the com- 
pany and not of the general agent. To 
secure an indebtedness to a bank the 
soliciting agent had assigned renewal 
commissions. The general agent claimed 
the benefit of the renewal commissions 
because of a forfeiture clause in his con- 
tract with the soliciting agent. The 
court further held that the general 
agent was estopped from claiming the 
renewal commissions inasmuch as he 
had permitted them to be paid to the 
bank without protest and had led the 
bank to believe that the assignment was 
effective. The appeal came from the 
United States District Court for Minne- 
sota. 

L. E. McGraw was an agent soliciting 
insurance for the Reserve Loan Life in 
certain counties in Minnesota. On Aug. 
11, 1923, McGraw to secure his indebt- 
edness to the Bank of Dassel assigned 
to it his renewal commissions. Mr. 
Hirschmann was the general agent in 
Minnesota. The company after the as- 
signment to the bank of McGraw’s re- 
newal commissions paid the bank $922.70 
and then ceased to pay evidently be- 
cause of some controversy as to the 
bank's right to this. The bank brought 
suit against the company for an accoun- 
ting of the commissions accrued and to 
accrue, based on the assignment. The 
company answered and admitted that 
L. E. McGraw was the agent for the 
solicitation of applications for life in- 
surance in certain counties in Minnesota 
under and by virtue of a general agency 
contract entered into between him and 
Mr. Hirschmann, who is its general 
agent. 

It admitted that renewal commissions 
had accrued and would accrue on busi- 
ness written by “McGraw and 
that the bank held an assignment of 
this, but alleged that Mr. Hirschmann 
claimed the right to this and asked that 
the claimants be required to interplead 
and that it be permitted to pay the re- 
newal commissions into court for the 
benefit of whoever the court might de- 
cide was entitled to them. Mr. Hirsch- 
mann claimed that as general agent he 
was to receive all renewal commissions, 
that the contract of McGraw was with 
him and not with the company but under 
the agreement McGraw was to forfeit 
his right to renewal commissions if he 
failed to account to Hirschmann for net 
premiums within 60 days or failed to re- 
turn premiums paid on rejected applica- 
tions, or embezzled funds 

Ss 6s 


Construction of Section 55-a of New 
York Insurance Law as to Whether 
Trustee in Bankruptcy Had Right to 
Certain Life Insurance Policy or Sur- 
render Value Thereof. 

This was a motion for an order to 
review and revise an order of a referee 
directing the trustee of a bankrupt to 
return to the bankrupt his policies of 
imsurance. The policies in question were 


issued on the life of the ‘jails and 
named his wife as beneficiary. The 
right to change the beneficiary has been 
reserved. There was a surrender value 
to said policies. The question presented 
was the construction of Section 55-a 
of the New York insurance law effective 
March, 1927, and providing that if a life 
insurance policy is made payable to a 
person other than the person effecting 
the same, the lawful beneficiary thereof 
shall be entitled to its proceeds against 
the creditors and representatives of the 
insured and of the person effecting the 
same, whether or not the right to 
change the beneficiary is reserved or 
permitted. 

Held, that the order of the referee 
must be affirmed, the court saying that 
it agreed with the referee that the legis- 
lature of the state of New York recog- 
nized the need of an exemption statute 
and that the statute in question does 
create an exemption, although the word 
“exempt” is not found therein, and that 
under Section 55-a of the insurance law 
policies of life insurance taken out by 
the bankrupt on his life, naming his 
wife as beneficiary, reserving the right 
to change the beneficiary, are exempt, 
and that the trustee has no right either 
to the policy or surrender value thereof. 
—In Re Messinger, U. S. Dist. Court, 
Eastern Dist. of New York. 
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AGENTS LOSE BY NOT 
FOLLOWING THROUGH 


LACK OF PLAN IS DEFECT 


Holders of Large Amounts of Insurance 
Frequently Found With Policies 
in Several Companies 


“Why is it that we so frequently dis- 
cover that many men who carry up- 
ward, say, of $50,000 of insurance on 
| their lives have that insurance in three, 
four and even eight or ten companies?” 
was the pertinent question asked by a 
Chicago general agent during an inter- 
view last week. He gave the answer, 
as follows, out of his experience of more 
than 10 years as an agency head: 

“The reason is that agents sell a man 
once, follow him for two or three years 
to keep the business on the books and 
then forget him. I am talking about 
agents who stay in the business for 
years and many of them for life. 
The man to whom they sold the first 
policy he buys goes on and usually 
up in the world and one day realizes he 
|} needs more life insurance. Then an 
| agent representing some other company 
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comes along and the man buys another 
policy. In five or six years the process 
is repeated, with another agent figuring 
in the deal this time. And so it goes. 


Little Programming Done 


“We hear much talk about the need 
for and the fitness of programming for 
an insured, but in fact little enough of 
it is done. If it were, there is no reason 
why an insured should increase an in- 
surance holding as a bee increases its 
daily quantity of honey, by shopping 
hither and thither for it. The agent 
who fails to follow his policyholders 
works a hardship on himself, his com- 
pany and the policyholder. A man who 
has been in this business five or more 
years—I mean a man who has been pro- 
ducing reasonably good amounts of 
business—should have so little difficulty 
finding buyers of more insurance that 
he can laugh at the day when he wailed 
with the many ‘I have no prospects.’” 

When asked why, in his opinion, 
agents fail to follow through over the 
years, the general agent said: 


Agents Lack Creative Purpose 


“Because they lack a creative purpose. 
They cannot at the outset vision the 
possibilities, the cumulative effect, of 
their efforts when first they enter the 
business.” 
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An Established Factor 


life underwrit- 
change in life 
quarter 


CHARACTERIZED by many 
the radical! 


insurance the 


ers as most 


practices in past 


century, the non-medical plan for writ- 
ing the business has become a _ thor- 
oughly established phase. Seven years 


ago this method of putting business on 
the books was unknown on this conti- 
nent in connection with ordinary life 
insurance. In 1921 five Canadian com- 
panies undertook the experiment. Four 
years later there were 15 Canadian and 
50 American companies writing life in- 
the non-medical plan. To- 
are over 120 companies on 
aceepting with- 
examination. It is a 


surance on 
there 
continent 
out the medical 
phenomenal development of the business 
and one that appears to be still far from 
maturity. In the past few years some 
of the companies have shown a remark- 
in the percentage of non- 
outgrowth of 


day 


this business 


able increase 
medical 


post war necessity, 


business. An 
when good examin- 


Should Have Agency Building Program 


MANY general agents or managers of 
agencies have no definite plan in build- 
They do not 
they are de- 
work. A 
day that 


ing up their personnel. 

that 
in agency 
the other 
new ina 


have in mind a course 
termined to follow 
general agent said 
he had city in 
which he had not been acquainted. He 
determined to employ one new full time 


started brand 


man every month. That was his ambi- 
tion and goal. He went out into the 
highways and byways to get his people. 
He set that as the aim which he must 
reach. It has resulted in the building 


of a very profitable and increasingly pro- 


ductive agency. The general agent has 
given his time to the securing of this 
one additional full time man a month 
as well as training those that are in the 
making. Others might not be able to 
accomplish this result. One new man a 
month might be too heavy a task. At 


any rate there should be some definite 


Good Principle to Follow 


RECENTLY the Peoria, ILL., ASSOCIATION 
or Lire UNDERWRITERS presented a very 
simple business code of ethics that strikes 
us as being exemplary in every respect. 
Its code is based on this broad principle 
or platform: “What is the best for the 
clients is best for the agent and for the 


ers were almost impossible to find in 
outlying districts, it has become an im- 
portant factor in the working out of 
an economical underwriting program. 
There is a great saving in the medical 
fee and this saving has far more than 
offset the additional mortality expense 
thus far experienced by the companies. 

There are many companies and agents 
in the field that do not approve of the 
non-medical plan. Some agents would 
rather have the medical examination 
given and not undertake the selection 
themselves. On the other hand some 
companies do not care to extend the 
privilege of so writing the business to 
all of their agency force. The plan has 
achieved even more gratifying results 
than were at first anticipated, however, 
and the companies have found that they 
can secure almost equally favorable se- 
lectivity through the medium of the 
written application as they did formerly 
through the medical examination report. 


course that a general agent is following. 
A hit or miss policy will not be suc- 
cessful. 

A general agent remarked the other 
that he had noticed the finale of a 
number of that had started with 
A man would make a 
He would 
talking. 


day 
those 
great ambitions. 
great splurge and a big noise. 
do much advertising and loud 


He would endeavor to attract much at- 
tention. He would spend a lot of 
money. He would attract to his banner 


a number of men. However, in time an 
agency like this, like a skyrocket, would 
burst in the heavens and the stick would 
fall with a dull thud. This generat 
agent said that in his opinion nothing 
was to be gained in an abnormal spurt 
of this kind. The building of a general 
agency is a gradual, 
A man must build with a plan. 
can develop properly an all around or- 


systematic process. 


Then he 


ganization. 


institution of life insurance.” This is a 
foundation stone on which every insurance 
man can stand with safety and _ solidity. 
The agent who follows his conscience and 
does the right thing at all times is sure 
to do the best for his clients and for the 





great business of life insurance. 


| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 














Homer Guck, formerly vice-president | 
of the Union Trust Company of Detroit, 
has become general manager of the San 
Francisco “Examiner,” the oldest paper 
in the chain of newspapers owned by 
William Randolph Hearst. 

The newspaper business has been Mr. 
Guck’s chief hobby and interest for 
many years. He was editor and pub- 
lisher of the Houghton “Daily Mining 
Gazette” at Houghton, Mich., until he 
went to Detroit in 1920 to become as- 
sistant to the president of the Detroit 
Life. In this position he took charge 
of that company’s advertising and sales 


promotion work. In 1927 Mr. Guck be- 
came affiliated with the Union Trust 
Company of Detroit and was made a 


vice-president of the company in 1928. 
For several months Mr. Guck has 
acted as assistant business manager of 


the New York “Evening Journal,” which 
position he leaves to become general 
manager of the San Francisco “*Exam- 


iner. 


R. E. Irish, director of agencies of 
the Bankers Reserve Life, has returned 
from a trip to the Pacitic Coast, at 
which time he visited all of the western 
agencies of the company, holding meet- 
ings at the principal points. 

Insurance Commissioner Joseph But- 
ton of Virginia has accepted the invita- 
tion of President Louis L. Graham of 
the International Claim Association to 
give the address of welcome at the an- 
nual meeting to be held at the Cham- 
berlin- Vanderbilt hotel, Old Point Com- 
fort, Va., Sept. 10-12. Colonel Button 
is secretary of the Insurance Commis- 
sioners Convention and is one of the 
best known state officials in the coun- 
try. 

Arthur §. Holman, manager of the 
Travelers and president of the San Fran- 
cisco Life Underwriters Association, re- 
turned from a three months’ trip to 
Europe last week. Mr. Holman, who 
was accompanied by Mrs. Holman and 
Vice-president and Mrs. Bertrand A. 
Page and daughter, was reelected presi- 
dent of the San Francisco association 
in his absence. 

A. C. Tucker, president of the Royal 
Union Life, is dangerously ill in a hos- 
pital in Dallas, Tex. He submitted to a 
major operation and for a time it was 
not thought possible that he would re- 


cover, but late dispatches give a more 
hopeful outlook. Mr. Tucker has been 
indisposed for several months and the 


operation was performed as a last resort. 


George H. Dann, general agent of the 
Security Mutual Life of Binghamton, 
N. Y., in its home city, recently com- 
pleted 20 years of service with the com- 
pany. Mr. Dann had previously been 
for three years with the Prudential. 
When Mr. Dann first entered the Secur- 
ity’s service: he joined with Mr. Riker 
in forming the Riker-Dann agency. Mr. 
Riker died in 1919, and since that time 
it has been operated under the name of 
the George H. Dann Agency. The 
agency now has $12,000,000 of business 
in force and expects to add another 
$3,000,000 before 1930. 


O. L. Holland, president of the Amer- 
ican National of St. Louis, has prac- 
tically rebuilt its agency organization 
since he took charge Jan. 1, this year. 
Mr. Holland at once injected new life 
in the organization. He found a very 
efficient lieutenant in Frank X. Jones, 
vice-president, son of James C. Jones, 


the well known insurance attorney of 
St. Louis. The volume of business came 
at once in answer to Mr. Holland’s en- 
thusiastic appeal. Practically every state 
in the territory in which the company 
; : . L 

does business except Ohio and Minne- 





sota is now under new management. 





HOLLAND 
President American National of St. Louis 


oO L. 


far superior 


The quality of business is 
had there- 


to that which the company 
tofore received. The average amount 
per application has increased. Mr. Hol- 
land has been very successful in reduc- 
ing agency balances to a very small 
amount. 

He has been 
most of the time himself securing new 
general agents and _ rearranging the 
forces. He delegates to other officers 
as much of executive duties as possi- 
ble so as he can be in the field the 
maximum amount of time. The com- 
pany has recently entered Iowa and is 
now contemplating opening up Ne- 
braska. 


out on the firing line 


Leslie Ray, supervisor of agents for 


the Great Southern Life, died last week 
and was buried at his old home in 
Temple, Okla. 


Col. Gordon Hunter, 
Hartford office of the 


manager of the 
Phoenix Mutual 


Life, lost his 6-vear-old daughter after 
many months of illness during which 
time many operations were attempted 


and specialists brought on from all over 
the country. Her illness prevented the 
colonel from taking charge of the 169th 
infantry camp this year. Mrs. Hunter 
is a daughter of Winslow Russell, vice- 
president of the Phoenix Mutual. 
When Ray Work, special agent for 
the Northwestern Mutual Life at Des 
Moines, went to Milwaukee for the 
annual meeting .of the company’s As- 
sociation of Agents, he had more on his 
mind than attending the business ses- 
sions. He and Miss Anne Wilbur, a 
socially prominent Milwaukee girl whom 
Mr. Work met six years ago, were 
married at Waukegan, Ill. Mr. and Mrs. 
Work will make their home in Des 
Moines. 
district manager at 
Pasadena, Cal., for the John Newton 
Russell, home office agency of the Pa- 
cific Mutual Life, died as the result ot 
an attack of apoplexy at St. Vincent's 
Hospital. He was one of the most suc- 
cessful life underwriters in the Russell 
agency, a member of the Big Tree Club 
past president of its Monday Morning 
Club, and only a few weeks ago had 
been advanced to the district manager- 
ship at Pasadena. 


David B. Dunn, 


Assistant Secretary of War Charles B. 
Robbins, who is president of the Cedar 
Rapids Life, tripped and fell in a Fokker 
airplane last week while climbing from 


the pilot's cockpit to the passenger 
cockpit. The plane was about 4,000 teet 
in the air. Colonel Robbins broke his 
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ani , | 
collar bone. The accident occurred ! ——— 
while the plane was over Somerset, Pa., 
about 30 miles from Johnstown. The 


pilot made a landing a few miles from 
Somerset and Colonel Robbins was | 
taken to a hospital. 


_— | 


A number of leading members of the 
Insurance advertising Conference are 2 
speaking of John W. Longnecker, man- 
ager of the advertising department of the bad 


Hartford Fire, as the possible next presi- 

dent of the organization. Clifford Elvins | }} 

| of the Imperial Life of Canada is presi- | ]| 
| dent at this time. It has been the prac- | J} 
| tice to alternate a life and fire or | 
' 

! 

} 














casualty man. Before Mr. Elvins, War- 
























































| ren W. Ellis, who had been advertising A General Agency with real 
: | manager of the Commercial Union Fire : - 
! | ‘ : ry . e 
| group, was president. Mr. Longnecker ‘ ¢ ~ 
11s probably entitled to the position m Home Office assistance. 
| seniority of service and rank. However, 
| the prominent members of the confer- = ° . . 
| ence are not backing him for that reason. Free Supervisory Service. 
hey realize that J. W. Longnecker | }} - 
| would give the Insurance Advertising 
| Conference a vigorous, useful, forceful = aiilen 
| administration. Mr. Longnecker has a Free Correspondence Courses. 
| personality that marks him as distinctive 
| He is fertile in ideas and practical in : . 
their application. He was born and , ve ‘ 
| reared in the great open spaces of the Free health CXa mination for 
| west, where he had plenty of oppor- . 
tunity to ponder, meditate and reform. policyholders. 
is He pioneered in his work with the a 
| Hartford Fire and from the very first : 
or | number of the “Hartford Agent” made aii e P nails r " 
e- | that house organ a successful venture. Financial assistance In get 
nt | Mr. Longnecker had original ideas in . 
1 - | advertising and publicity. The Hart- ting started. 
c- | ford Fire was the first fire company to 
ll | plan an extensive advertising campaign — . 
| in the magazines. In his service to the E . » P . 
‘ | Tasmones Advertising Conlevence, ‘is. Full line of participating pol 
Ww | Longnecker has been unselfish and has ° e . s 
1€ | never sought personal preferment. He 1c1e€S and large dividends. 
rs served as president of the Hartford Ad- 
i by, Conference with great credit. 
re He has been interested in advertising _ . se = - 
n- | organizations, has studied the subject Tw en ty - tw O y ears of high 
1S |} from stem to gudgeon. Mr. Long- ° 
e- necker’s friends agree that he would not grade service and no death 
| accept the position as president from the 
| standpoint of honor, but would regard = : . ~ _ 
or | it only as a basis for further extension claim ever contested or com 
ek | of the influence of the conference. . d 
in — romisea. 
Commissioner Clarence C. Wysong Pp 
of Indiana is a member of the Indiana . P , 
: National Guard with the rank of colonel. Si : 
re 
a THIS | On Seturday of this week be will go Opportunities in Illinois, 
er to Camp Knox in Kentucky for a 15 | J] . . . — oe 
ch ! days period of training. Colonel Wy- | Indiana, Michigan, Pennsy ly a- 
od song will serve as judge advocate of 5 V; ° ° 
Tr the 38th Division, e , , Yr ‘ 
: CHECK | nia, New Jersey, Virginia, 
th (gre nga T rT: Bao P =. * 
er || LIFE AGENCY CHANGES West Virginia and California. 
e- . . . ~ 
— . —_ - 7 7 fi 
Your inquiry held in conh- 
|MELLOR & ALLEN JOIN HOME q y 
or ——— d ~~ 
> | . ence. 
he | Prominent Philadelphia Life Under- | | 
S- | writers Appointed Managers for 
NS New York Company 
a | > ° » 1 
m | Mellor & Allen of Philadelphia have 
re |} been appointed managers for the Home 
rs | Life of New York, announcement of this 
oe |} important addition to its organization H 
| being made this week by James A. 
| Fulton, vice-president in charge of 
‘is — agencies. The Mellor & Allen agency is 
“~ cident and health insur- |} one of the outstanding organizations in 
- ance, you ought to. The | the life business, both Sigourney Mellor 
= A & eee wae help land A, Rushton Allen being phenome- 
Pe ae ee nally successful producers as well as 
whe : | active in insurance affairs generally. It e 
; | is an important addition to the Home 
ell The Acckiont & Health as “ | Life agency corps. The two have been 
ib 175 W. Jackson Blvd., ) 
és Chicago, Illinois. | representing the Provident Mutual Life, 
je de din dei nail saline | placing their business through the Phila- Z 
; netenie eee ane, a i oe tee delphia general agency. They are now C 1 b Oh 
J eR See ee Se | taking on local representation of the Oo um us, 10 
: | Home Life. The present partnership 
B Name ......0ceseeeeserersenenssooes | has existed since the latter part of 1927. 
a a SE ae eee ee ee | when Mr. Allen resigned the general , “ 
| agency of the Provident Mutual at ‘Its Performances Exceed Its Promises 
CRS) ciinasscnersedscedstsdtouietion | Cleveland to rejoin his former partner, 
| Mr. Mellor. They had been partners | f} 
et State ..ccrccceeereceneseneserenerors | irom 1913 to 1919, being the company’s | - 
ris | leading producers in those years. In 
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Continental Assurance in western Wash-| close and intimate contact with the | who resigned June 1. The agency is 


the recent announcement of their merg- 
ing their activities, it was pointed out 
that they would specialize in personal 
and corporation life insurance trust busi- 
ness. Both of these life underwriters 
have been active in the general affairs 
of life insurance. Mr. Mellor is at pres- 
ent the president of the Philadelphia 
Association of Life Underwriters. Mr. 
Allen is one of the speakers scheduled 
for the Detroit convention of the Na- 
tional Association of Life Underwriters. 

In making the announcement of the 
appointment, Vice-President Fulton said: 
“We feel that we are particularly for- 
tunate in getting as our representatives 
in Philadelphia two men of such splen- 
did proven capacity as Messrs. Mel- 
lor and Allen. It is unusual to find two 
men so young with such a remarkable 
experience and background. Mr. Mellor 
is now not quite 39 and Mr. Allen is 40. 
With the maturity that has come from 
their experience over the past 15 years, 
plus the capacity for vigorous action 
which their relative youth gives them, 
we feel sure they are likely to do big 
things for us in Philadelphia.” 





Raywood Frazier 


Raywood Frazier, for the past year 
and a half with the Guernsey-Newton 
general agency of Seattle as a broker, 
has been named general agent for the 





ington with offices in the Washington 
Mutual Bank building, Seattle. 


CLOSE GOES TO INDIANAPOLIS 





Manager of Home Life at Philadelphia 
Transferred to Indiana 
Territory 





Wirt G. Close has been appointed 
manager for the Home Life of New 
York in Indianapolis. For the past year 
Mr. Close has been manager at Phila- 
delphia. He has had a splendid back- 
ground, both from the standpoint of per- 
sonal production and supervisory work. 
Following several years of actual field 
experience, he went with the Home Life 
a year ago, and was sent to Philadelphia. 
The groundwork having been laid in 
Philadelphia, further agency develop- 
ment will be carried forward by Mellor 
& Allen. Mr. Close was originally from 
the middle west and his appointment at 
Indianapolis takes him back to a field 
of the type with which he is thoroughly 
familiar. The company plans an exten- 
sive development, not only in Indian- 


home office is possible, than transferring 
them to more distant points. 


Bankers Reserve Life 


R. E. Irish, director of agencies of 
the Bankers Reserve Life of Omaha, 
announces the following promotions: 

I. J. Lasswell, former general agent 
at Spokane, Wash., to supervisor of the 
Nebraska division. 

R. C. Davisson of the home office 
agency staff has been appointed super- 
visor for a newly created division em- 
bracing Pennsylvania and West Virginia, 
with headquarters at Pittsburgh. 

P. Anderes of the Minnesota 
agency becomes supervisor for Iowa. 


Clifford A. Connor 


Clifford A. Connor, member of the 
Anderson & Connor general agency of 
the Provident Mutual Life at Davenport, 
Ia., has been promoted to manager in 
Kansas City. A. Anderson, with 
whom Mr. Connor has been associated, 
will continue in charge in Davenport. 

Mr. Connor went to Davenport three 
years ago from Muscatine to enter part- 
nership with Mr. Anderson. He has 





apolis, but throughout Indiana. This 
appointment follows the plans of the 
Home Life to train its managerial mate- 
rial at places near New York where a 


been engaged in the life insurance busi- 
| ness for four years and previously was 
a bookkeeper and accountant. 

Mr. Connor succeeds Harper Moulton, 





Home Office Help— 
Nothing Succeeds Like Success 











Mr. Will Taylor, Secretary, has taken as his special 
province the breaking up of agents’ prejudice against 
success. 


He gets John Fieldman to join the App-A-Week Club 
and shows him that he can write business regularly. 
Soon John Fieldman, who had been floundering in the 
half-light of business-now-and-then, realizes that he 
can earn money steadily as an underwriter if he makes 
up his mind to keep at it. He soon knows he can, be- 
cause he has done it. 


Mr. Taylor has discovered that nothing succeeds like 
success. 
agent to start producing regularly, and he encourages, 
coaxes, and helps him through the first hard weeks. 
Then, when the going is easier, he gets nearly as much 
satisfaction from the agent’s success as the agent him- 
self. Mr. Taylor and the App-A-Week Club have helped 
many agents over the shoals of spasmodic effort to 
success. 


He knows that it is often a 


The Franklin Life Insurance Company 


Springfield, Illinois 


struggle for an 




















now producing at the rate of $2,225,000 
a year, with 15 agents working in east- 
ern Kansas and western Missouri. At 
the end of June the agency had produced 
$1,100,000 in paid for business for 1928. 
Willard Ewing, assistant to the manager 
of agencies of the Provident Mutual, 
has been in charge of the agency since 
June 1. 





Oklahoma Life Appointments 


Mrs. Agnes B. Gordon of Muskogee, 
Okla., has been appointed general agent 
of the Oklahoma Life. She has been 
prominent in Y. W. C. A. circles and is 
a public speaker frequently in demand. 

J. K. Medlock has been appointed 
general agent at Duncan, Okla., and 
W. A. O’Brien at Seminole. 





Harold D. Krafft 


Harold D. Krafft has been appointed 
general agent for the State Mutual Life 
f Worcester, Mass., at Washington, D. 
C., succeeding Joseph A. Marr. Mr. 
Marr will remain with the company as 
associate general agent, and will devote 
his time largely to personal clientele. 
Mr. Krafft has had many years experi- 
ence in life insurance, both in the field 
and in the general agency end of the 
business. He is a graduate of the Car- 
negie Tech. School of Life Insurance, 
and had his first general agency experi- 
ence in Pittsburgh, later taking up the 
same time at Washington. Mr. Krafft, 
in addition to handling the Washington 
general agency, will have jurisdiction 
over Virginia, headquarters for the 
entire territory being in Washington. 





Manly V. Keith 


Manly V. Keith has been made sup- 
erintendent in Texas for the Register 
Life of Iowa and head of the life depart- 
ment of the Thaxton general agency for 
the same company. Mr. Keith has been 
general agent for the Register Life at 
Fort Dodge, Ia. 





Charles R. Rothenberg 
Charles R. Rothenberg has been ap- 


pointed general agent for the Pacific 
Mutual Life in New Jersey, with head- 
quarters at Newark. Mr. Rothenberg 


has been with the company for some 
time and has been one of the outstand- 
ing producers. He just returned from 
a five week trip to the west coast, dur- 
ing which he attended the home office 
agency conference. 





Frank R. Sveska 


Frank R. Sveska has been appointed 
general agent for the Mutual Trust Life 
of Chicago at Seattle. 





A. J. Cohn 


The Security Mutual Life of Bingham- 
ton announces the appointment of A. J. 
Cohn as its general agent in Boston. 
Samuel Aronson and Samuel Ginsberg 
are associated with Mr. Cohn. All three 
are insurance men with long and suc- 
cessful records. 


R. E. Williams 


Robert E. Williams has been appointed 
general agent at Richmond, Va., for the 
life department of the Pilot Life. He 
has been supervisor of agents for the 
ne office of the Connecticut Gen- 
eral. 





Life Agency Nees 
S. D. Welchel has been appointed su- 


pervisor of agents of the Tulsa, Ok! 
branch of the Aetna Life. 
Clarendon S. Snyder has been 


pointed district agent for the Aetna fe 
at Eau Claire, Wis., by Albert E. Mielenz 
general agent at Milwaukee. Mr. Snyder 
has been principal of one of the schools 
at Eau Claire 

E. C. Mackey has resigned 1s general 
agent at Charlotte, N. C.. for the South- 
eastern Life of Greenville. S. to be- 
come associated with the H. v. ‘Godbold 
Ccemvpany agency at Richmond, Va., wr''- 
ing general lines of insurance, as spe- 
cial agent. 
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EASTERN STATES ACTIVITIES 














CODE COMMITTEE FOR OHIO 
Attorneys Will Consider Insurance 
Laws and Make Recommendations 
to Next Legislature 





John A. Elden, president of the Ohio 
State Bar Association, has announced 
the appointment of Wilbur E. Benoy of 
Columbus as chairman of the newly cre- 
ated insurance code committee. Mr. 
Benoy has had much experience in in- 
surance work, being at the present time 
engaged mainly in the practice of insur- 
ance law as a member of the firm of 
Conn, Hoke, Wright & Benoy, of which 
Judge Harry L. Conn, formerly insur- 
ance commissioner, is the senior member. 

The purpose of the committee is to 
suggest a revision and recodification of 
the insurance laws, many of which are 
antiquated and some of which are con- 
flicting. 

Mr. Benoy 
statement: 

“It will be the object and purpose of 
the committee to give conscientious and 
thorough study to a proposed insurance 
code which is fair to the insurance inter- 
ests and the policyholders alike and 
which will provide for the proper regu- 
lation of the activities of the companies 
and the continued preservation of the 
solvency of the enormous funds now 
entrusted to the keeping of the insurance 
companies. 

“It is anticipated that the committee 
will have the matter under consideration 
for some time before any public hear- 
ings are attempted. Any and all sug- 
gestions which may assist the commit- 
tee will be appreciated and given duc 
consideration.” 


has made the following 


Ives & Myrick Record 


Ives & Myrick, New York managers 
of the Mutual Life of New York, again 
hit a record pace in July, paying for 
$4,058,948, compared with $2,935,659 in 
July, 1927. For the first seven months 
of the year, total paid-for business 
amounted to $28,102,971, compared with 
$23,062,144 in the same period of 1927. 
This vear Ives & Myrick have stepped 
into first place among New York gen- 
eral agencies and are consistently hold- 
ing it. The July increase is over 35 





percent and the increase for the year, 
despite a slow start, is well over 20 
percent. 


Berlet Heads Managers’ Committee 


At the annual meeting of the mana- 
gers’ committee of the Philadelphia As- 
sociation of Life Underwriters E. J. Ber- 
let, manager of the Guardian Life, was 
elected chairman. 

The following were elected members 
of the managers’ executive committee: 
A. M. Baker, Provident Mutual; Ches- 
ter A. Duffield, John Hancock; James 
O. Jensen, Aetna Life; Eugene Jordan, 
Sun Life of Canada; J. R. Montgomery, 


Phoenix Mutual, and James A. Tyson, 
Equitable of Iowa. 
Ways and means were discussed for 


improving educational and sales condi- 
tions for life insurance agents. The next 
meeting will be held on Sept. 27. 


Canadians Write Big Business 


J. Beverley Robinson and Duncan S 
Robinson, leading underwriters of the 
Canada Life in Toronto, spent 11 weeks 
at Akron, O., recently, and secured $1,- 
321,000 of business with premiums of 
approximately $71,000. They went on 
the invitation of Messrs. Akers and 
Garrigan, district managers of the com- 
pany at Akron, and the business went 
through the Akron office. It was written 


on 25 of the wealthiest residents of the 
city. 
W. S. Lee Agency Moves 
W. S. Lee has moved his agency to 
the Laterman block at 115% West Main 


street, Bellevue, O. He is doing busi- 
ness under the name of the W. S. Lee 
agency. 

This agency was established 26 years 


ago and has been located on West Main 
street almost the time it has been 
in business. 


entire 


Philadelphia Trust Round Table 


An announcement made by E. J. Ber- 
let, director of activities of the Phila- 
delphia Life Trust Round Table, states 
that the organization is planning an edu- 
cational course and that the opening ses- 


sion will be held on Oct. 10. The next 
meeting of the Life Trust Round Table 
will be held on Oct. 5. 








IN THE MISSISSIPPI VALLEY 











NEGRO OFFICERS CONFERENCE | 


Executives of Chicago Companies Meet 
Monthly and Discuss Problems of 
Mutual Interest 


The officials of the Negro companies 
in Chicago have a conference that meets 
every month at which some official gives 
a talk on problems of mutual interest. 
There is a different chairman every 
meeting, but V. D. Johnston, secretary 
of the Victory Life, acts as secretary of 
the conference. The companies inter- 
‘sted are the Victory Life, Liberty Life, 
Underwriters’ Mutual, Protective Mu- 
tual, Unity Mutual and Pyramid Mu- 
tual. The last four named write weekly 
payment health, life and accident insur- 
ance. The Liberty Life writes industrial 
life insurance in Chicago. One of the 
teatures of this conference is a monthly 
meeting of all agents in the Y. M. C. A., 
at which some inspirational talk is given. 
Uhe speaker is usually someone not con- 

ted with insurance who deals with a 
general subject. 


Refund to Insurance Day Guarantors 


H. A. 
Kansas 


the first 


Wichita 


treasurer of 
Day, held in 


Blinn, 
Insurance 


June 14, this week mailed checks to 
the 75 guarantors of the gathering 
| which represented 46.31 percent of the 
amount which each had advanced to 


| nesota have 


| control of 
| finance 


assure that the meeting would not end 
with a deficit. With the increased in- 
terest that will develop for the 1929 
meeting it is felt that next year the 
guarantors will be returned full 100 
percent. With a larger attendance the 
$3 registration fee as charged this year 
will be sufficient to pay all expenses. 
ert Mitchner, chairman of the gen- 
committee the 1928 meeting 
announced that a meeting of the 
committee will be held at an early date 
for reorganization and to decide on the 
city where the 1929 Kansas Insurance 
Day will be held. Hutchinson and To 
peka have extended invitations. 


eral 
has 


tor 





Regents Win Group Case 
The the University of Min- 
test case involv- 
» use university 
oup insurance for 


regents of 
won their 
ing their autho 
funds for purchasing gr 
faculty and ¢« The supreme 
court has upheld the lower court in de- 
ciding that regents are not subject to 
the new state department of 


administration, 








cae, 


and 
Two vears ago the regents took steps 


WANTS 





Our General 
Agents are 
making mon- 
ey. Askihem. 





AMERICAN NATIONAL 
ASSURANCE COMPANY 


General Agents 


of 


ST. LOUIS 


For Three States 


Why not grow with the fast- 
est growing American 
Agency where opportunity 
awaits you——-where you se- 
cure the co-operation you 
need to succeed. 


LETS GO - - - WRITE TODAY 


0. L. HOLLAND 


PRESIDENT 


AMERICAN NATIONAL 
ASSURANCE COMPANY 














The 
Company 


of 


Co-operation 


Des 





United Effort 
Always Wins 


Realizing that two, working to- 
gether, can accomplish more than 
a single individual — the Des 
Moines Life & Annuity Company 
has made co-operation with its 
agents, a major feature in its plan 
of production. 


Interested? 
Write for openings! 


Moines Life 
& Annuity Company 


J. J. Shambaugh, President 
DES MOINES, 


IOWA 
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THE 


NATIONAL 





LIFE OPPORTUNITY 


Attractive agency contracts available for experi- 
enced or inexperienced salesmen in 





A prompt inquiry 
by return mail ex- 
pressing your de- 
sires or ambition 
will bring infor- 
mation that will 
enable you to cash 
in on your ability 
and experience 
on a_ profitable 
basis NOW—not 
SOMETIME. 





KANSAS 
NEBRASKA 
MISSOURI 
ILLINOIS 
TEXAS 
ARKANSAS 
ALABAMA 
COLORADO 
WASHINGTON 
OREGON 
CALIFORNIA 


Participating and Non-Participating 
Low Net Cost Policies. 

District Agencies or General Agencies 
of your own. 


Replies strictly confidential 


The LIBERTY LIFE 
INSURANCE COMPANY 


Topeka, Kansas 


CHARLES A. MOORE, PRESIDENT 
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Old enough 


Dynamic Detroit Life 


to have established itself 


firmly among the most progressive life insur- 
ance organizations; yet young enough to 
maintain a persona! interest in each of its 


agency men. 


These facts mean mucn to you if you con- 
template entering the profession of life insur- 
ance salesmanship or if you are seeking a new 


opportunity. 


Desirable territories available in the State 


of Michigan. 


DETROIT LIFE 
INSURANCE COMPANY 


‘“*The Company of Service’’ 


M. E. O’Brien, President 


2210 Park Avenue 


Detroit, Mich. 
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| to provide group insurance for employes | took to carry through their insurance 


Before the plan was fully worked out the 
| legislature passed a law creating a new 
| department with control over all other 
| state agencies. When the regents under- 


| ministration 


plan they were blocked by the new ad- 
and the matter taken into 
court to determine where authority 


rested. 
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LEG LOST; DISABILITY TOTAL 


| Insured Presented Evidence to Show 
| His Inability to Pursue Any 
Occupation for Profit 
| In Great Southern Life vs. Johnson, 
| court of civil appeals of Texas, 294 
S. W. 675, the plaintiff took out a policy 
| with the defendant in the sum of $20,000. 
The policy provided for certain annual 
payments in case the insured became 
wholly and permanently disabled from 
performing any work for consideration 
or profit. While this policy was in 
force, the insured met with an accident 
which resulted in the amputation of one 
leg just below the hip. This amputa- 
tion left the stump of the insured’s leg 
very tender, and because of this he was 
unable to wear an artificial limb and 
was compelled to use crutches. Follow- 
ing this the insured, who was a dry 
goods merchant, lost his business and 
went through bankruptcy, and because 
of his injury was unable to pursue any 
gainful calling. He thereupon claimed 
to be entitled to the payments under 
the policy. 

Court Convinced By Evidence 


The company denied liability on the 
ground that the injury was not such 
as to render the insured permanently 
and wholly unable to pursue any work 
for compensation. On trial the insured 
introduced a great volume of evidence 
to show that since the accident he had 
been unable to hold any position for 
profit. On the evidence as submitted 
the trial resulted in a judgment in favor 
of the insured. On appeal the higher 
court in affirming the judgment, said: 
“It is elementary that an insurance con- 
tract will be construed liberally in favor 
of the beneficiary named therein, and 


that such construction will be placed 
upon it as comports with common un- 
derstanding of it provisions. If the 


language is susceptible of an interpreta- 
tion which would make the company 
liable, then such liability should be en- 
forced. 


Disability Held Permanent 


“Upon the issues submitted, the jury 
found that the injury sustained by the 
plaintiff totally disabled him; that such 
disability was permanent and has been 
permanent to the present time; that 
such disability will continue for the re- 
maining portion of plaintiff's natural life. 


“We are of the opinion that the evi- 
dence sustains these findings.” 


Promoted to Agency Inspector 
LL. » 


Dow has been promoted to in- 


| spector of agencies by the Bankers Re- 
| serve Life, which gives him supervision 








of the tri-state department. Mr. Dow 
will assist the company in the develop- 
ment of the southern territory, cooperat- 
ing particularly in Georgia, North and 
South Carolina and Kentucky. Mr. Dow 
started with the company in 1908. For 
a number of years the L. B. Dow agency, 
which covers Tennessee, Arkansas, a few 
counties in Missouri and northern Mis- 
sissippi, has led all the other agencies 
of the company in production. Mr. Dow 
will make his headquarters in Memphis. 


Studies Texas Law on Group 


R. B. Cousins, chairman of the Texas 
State Board of Insurance Commission- 
ers, is studying the legality of group in- 
surance under the Texas life insurance 
laws, and he has written several of the 
companies writing that class of insur- 
ance for their views on the subject. 

While not questioning the soundness 
of such insurance, Chairman Cousins 
said the difficulty is that the Texas laws 
in regulating insurance costs fix only 
an individual rate. Group rates in effect 
void that rate. 





Seaboard Life Plans Meeting 


With President Burke Baker in charge 
of all arrangements for entertainment, 
the Seaboard Life of Houston is plan- 
ning an unusual convention of agents at 
Kerrville, Tex., Aug. 13-20. About 80 
will be included in the party and the 
program will consist of business ses- 
sions in the morning, recreation and 
games in the afternoons and entertain- 
ment in the evenings. 


Liberty Life’s Oklahoma Meeting 


More than 50 Oklahoma agents of the 
Liberty Life held a two-day convention 
in Oklahoma City last week. The meet- 
ing closed with a barbecue picnic. R. C. 
Howard is state manager. 


Makes Unusual Record 
John J. Warren, Kansas City Life 
agent at Hartwell, Ga., wrote an applica- 
tion a day for the first month he repre- 
sented the company. 








PACIFIC COAST AND MOUNTAIN FIELD 








. 





DECIDE DISAPPEARANCE CASE 


Colorado Supreme Court Affirms Judg- 
ment for Beneficiary After Seven 
Years’ Absence 


proofs of his death during continuance 
of the policy. All the premiums had not 
been paid, in accordance with the re- 
quirements of the policy, but it was con- 
tinued in force, in accordance with its 
automatic loan provision, to June 18, 
1925, at which time the policy expired. 
Marshall, the insured, disappeared Sept. 
8, 1920. Notwithstanding the diligent 
search and inquiry that were made, he 
has never been heard of, or from, or 
seen, since that date. 

Held that the presumption of death 











A policy was issued Aug. 18, 1914, | 
and made payable to plaintiff, Dora | 
Marshall, wife of insured, upon due 


expiration of the following seven-year 
period, but not as to the time of death, 
which is to be proved from facts and 
circumstances of each particular case. 
judgment for beneficiary affirmed.— 
Kansas City Life vs. Marshall, Sup. Ct. 
Colo. 


B. M. A. Salt Lake City Meeting 


A. W. Hogue, vice-president of the 
Business Men's Assurance, has left for 
a vacation on the Pacific Coast. He will 
go to Salt Lake City for the sectional 
meeting of the company Aug. 6-10. 
W. T. Grant, president of the B. M. A. 
will attend the Salt Lake meeting, 45 


T nt 


well as J. H. Torrance, vice-preside! 





McCord Takes Over Agency 


Charles S. Montgomery has reque sted 
the National Life of Vermont to be re- 
lieved of agency development respons 


from unexplained absence arises at the! bility for southern California. Ralph N. 
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McCord, Commercial Exchange build- 
ing, Los Angeles, will assume the re- 
sponsibility heretofore reposed in Mr. 
Montgomery. Mr. Montgomery will re- 


main in the company’s service with the 
title of manager, but will devote himself 
to personal service, being located in the 
Haas building. 











IN THE ACCIDENT AND HEALTH FIELD 


























LIST CONFERENCE SPEAKERS 


MacEwen, Dingman, Rainey and Sim- | 


mons on Program for Health & 
Accident Underwriters Meeting 


Several headliners for the coming 
annual meeting of the Health & Acci- 
dent Underwriters Conference, to be 
held at the Edgewater Beach hotel in 
Chicago Sept. 5-7, have been announced 
by C. O. Pauley of the Great Northern 
Life, chairman of the program com- 
mittee. 

“Modern Trends in Disability Insur- 
ance” will be discussed by D. C. Mac- 
Ewen, junior vice-president of the Pa- 
cific Mutual Life, who has given especial 
attention to underwriting problems in 
zccident and health insurance in con- 
nection with his work as an official of 


the Pacific Mutual’s accident depart- 
ment. 
Dr. H. W. Dingman, vice-president 


and medical director of the Continental 


| 


| 








Assurance and Continental Casualty, is | 


preparing a paper on “Psychology in 
Underwriting.” Dr. Dingman is well 
known accident and health men as 
an able speaker and a keen student of 
the business. 

“Salesmanship,” particularly as it re- 
lates to the sale of accident and health 
insurance, will be covered in an address 
by James L. Rainey, agency supervisor 
of the Missouri State Life. Mr. Rainey 
is recognized an authority on 
sales end of the business. 

Ted M. Simmons of the Pan-Ameri- 
can Life will introduce and conduct a 
round table discussion on “Is the Num- 
ber of Policies Declined Too Large?” 


to 


as 


the | 


He is expected to present some surpris- | 


ing figures in regard to declinations and 
it has been suggested that it might be 
worth while for each company execu- 
tive, before coming to the meeting, to 
determine how many signed applications 
his company turns down each year. 


STEEL WORKER WORST RISK | 


Has Most Accidents, According to U. 
S. Statistics—Manuals Put Rail- 
road Switchmen First 


Statistics just given out by the Bu- 
reau of Labor Statistics in Washington 
class the construction of skyscrapers 
and other structural steel buildings as 
the most hazardous of occupations, with 
an accident frequency rate of 85.8 for 
every 1,000,000 of exposure, while 
brakemen in railroad yards stand sec- 
ond in accident frequency rate. Coal 
mining is also placed very high on the 
list of hazardous industries. 

The relative hazard in these 
as indicated by the bureau's 
does not entirely accord with the ex- 
perience of accident companies. Of the 
occupations named, switchmen, brake- 
men and other workers in railroad 
yards are listed in the classification 
manuals of both the Bureau of Personal 
Accident & Health Underwriters and 
the Health & Accident Underwriters 
Conference in the class that represents 
the very pinnacle of hazardous occupa- 
tons, ranking with shot firers and blast- 
ers in mines and workers in fireworks 
factories. Structural steel workers are 
put in one class higher so far as the 
hazard of their occupation is concerned, 
With miners in the same class. 

Industrial workers of all classes lost 
4 total of 7,041,875 days on acount of 
Mjuries in 1927, acording to figures of 
the National Safety Council. One per- 
son in every 16 employed suffered an in- 


classes 


statistics | 








jury last year and the average days lost 
by injury were 71. There is one fatal 
accident for every 155 non-fatal acct 
dents, the council estimates. 


TWO HEAVY LOSS FACTORS 


Health Insurance and Automobile 
Deaths Cause Big Drain on Dis- 
ability Companies 

It is probably about a toss-up as to 
whether health insurance rates or the 
automobile accident hazard occupy first 
place in the minds of officials of com- 
panies writing accident and health insur- 
ance. Both have been a tremendous 
drain on the companies and on neither 
angle is there any improvement in sight, 
in the opinion of most company execu- 
tives. 

Several companies have recently made 
increases in their health insurance rates, 
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but say frankly that they do not con- 
sider that it is the real solution of the 
problem, especially in regard to old pol 
icyholders. One company which _ re- 
cently made a fairly large increase in 
health rates on new policies, not affect- 
ing those now in force, is seriously con- 
sidering the inclusion of a one-week 
elimination clause in all of its outstand- 
ing policies. It is felt that there is seri- 
ous danger that an increase in rates will 


drive out the desirable policyholders, 
while those who are expecting to pre- 
sent claims will retain their insurance 
even at the higher rate. It is not be- 


lieved, however, that this would be true 


in connection with the elimination 
period. 
Companies are very generally agreed 


that the elimination period for health in- 
surance is the logical way to get rid of 
the small claims, which have been pri- 
marily responsible for the big drain on 
the business, but the great difficulty so 
far has been in getting the agent to sell 
the elimination period policy. However, 
if a company’s business should be put 
entirely on that basis, and there is noth- 
ing else for him to sell, it is believed 
that he will have to come to it. 

There has been a big increase in acci- 
dental death claims this year, with prob- 
ably the majority of them due to auto- 
mobile accidents. One middle western 
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' 
accidental 
1928 are 


reports that 
death losses for the first half of 


its 


company 


in excess of those for the entire year 
1927, and that most of them are clear 
cut cases, where there is nothing for th 


to do but the claim. Usu 


company pay 
ally when there is a flood of death 
claims, it is found that a considerable 
number of them are of a questionable 
character, but this company has only 
two among those now pending where 


is any Guestion whatever as to the 


under the policy 


there 
company’s liability 


Burial Associations Active 


writing 
in- 


Some ot 
weekly 


the companies 
health and accident 
the colored 


payment 
surance among 
Chicago say that burial associations are 
becoming more active now hese as 
sociations charge 50 cents a week and 
provide a burial expense of $400 for the 
the family. For an additional 
5 cents a week a similar burial 
vided for any other member of 
family The burial mem 
berships are sold to the more credulous, 
who do not realize that for the same 
amount of money expended they could 
much more life insurance. 


people ot 


is pro- 
the 
association 


get 


Reports Notable Progress 


Vice-President T. Leigh Thompson of 





or Fall Production 





Newcomb Carlton, President 


Cincinnati, Ohio. 


YOU. RUSH. 
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CHICAGO, ILLINOIS 


WESTERN 
UNION 


J. C. Willever, First Vice-President 


Received at Cincinnati, Ohio. 
Pugh Building Branch. 


249P Jul 16 1928 


National Underwriter Company, 
420 East Fourth Street, 


E. A. Johnson, 
Illinois State Manager, 


INTER-OCEAN CASUALTY COMPANY. 


PLEASE RUSH THREE MORE OF LECTURE ONE OF YOUR 
NEW SALES TRAINING COURSE OF ACCIDENT & HEALTH 
INSURANCE. ENROLL ME FOR TEN COURSES. YOUR 
BUSINESS BUILDING PROCESSES ALWAYS BUILD AND 
BUILD PERMANENTLY. YOUR STUFF CLICKS. THANK 








H. E. HERMAN, General Agent in St. Louis, Commercial Casualty 
Company, wired his order for FIFTEEN courses the same day. 


If you do not know about this course 
it will pay you to find out about it 
Ideal for beginning agents. 
First lesson something entirely dif- 


now. 


ferent. 








son’s telegram. 


I want to know more about your “business building” Sales Training 
Course in Accident and Health Insurance mentioned in E. A. John- 
Please send me without obligation immediately 
your 24 page booklet “Six Honest Serving Men.” 
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YOU CAN’T AFFORD TO 
IGNORE THIS 


The extraordinary success of our 
general 
home office co-operation and up-to- 
date policy contracts. 
; managers. 
‘ sales experience, you would be in- 

terested in our inviting proposal. 
Just now we need managers as fol- 
lows: 


agents is due to liberal 
We need a 


If you have had 


lowa 
Pennsylvania 
Illinois 
Kentucky 
Indiana 
Michigan 


Let us hear from you 


THE BANKERS RESERVE 
LIFE COMPANY 


(In 42 States) 
R. L. Robison, President 


W. G. Preston, Vice-President 


R. C. Wagner, Sec’y-Treas. 
Home Office 
Omaha, Nebraska 





the National Life & Accident, head of 
the casualty department of the company, 


which handles its commercial and 
monthly premium accident and health 
business, reports notable progress for 


the first six months of this year, with 
139 percent of the half-year allotment 
realized by the field force. Of 106 dis- 
tricts, 54 finished the first six months 
with 100 percent or more of their allot- 
ment and 81 districts finished that period 
with increase. 


Weeks Wins Promotion 

Elliott R. Weeks of the accident and 
health department of the Union Indem- 
nity home office has been promoted to 
manager of the monthly payment divi- 
sion. Mr. Weeks has been connected 
with Union Indemnity since 1923. Until 
August, 1926, he was in charge of pay- 
roll auditing and safety engineering in 
the Chicago office, when he was trans- 
ferred to the home office at New Or- 
leans. 


Thigpen at Industrial Conference 


The only speaker definitely secured so 
far for the annual meeting of the In- 
dustrial Insurers Conference, which will 
be held at Asheville, N. C., Oct. 17-19, 
is George H. Thigpen, superintendent of 
insurance for Alabama, who will select 
his own subject. As usual, one of the 
important features of the meeting will 
be the report of the statistical commit- 
tee, of which Otis Grant, actuary of the 
Life & Casualty, is chairman. Raymund 
Daniel of Atlanta will again be in 
charge of the golf tournament. 


J. R. Burroughs Resigns 


J. R. Burroughs, district manager at 
Duluth, Minn., for the industrial depart- 





ment of the General Accident, who has 


built up there one of the most success- 
ful accident and health agencies of that 
company and has kept it up close to the 
top of the list in production at all times, 
has resigned because of his desire to live 
in a warmer climate. He is succeeded 
by W. H. Colburn. Mr. Burroughs is at 
present undecided as to his plans, but 
may take a contract with the company 
in another district. 


National L. & A. Promotions 

The National Life & Accident has 
placed Manager E. E. Bullock, formerly 
of Bryan, in charge of the newly created 
district in Houston, which will be known 
as Houston No. 3. Mr. Bullock will be 
located at 611 Main and McKinney build- 
ing. D. W. Fagan and E. O. Morris 
have been promoted to managerships at 
Bryan, Tex., and Topeka, Kan. R. B 
Boles and C. M. Faucheux are now su- 
perintendents at Pine Bluff and New Or- 
leans No. 2, respectively. 


Arkansas Company Reinsured 
LITTLE ROCK, ARK., Aug. 1.—The 
United Security Life & Accident of Little 
Rock has reinsured all of its policies 
with the Pyramid Life of Little Rock, 


and the former company has discon- 
tinued business. 
The reinsurance contract was ap- 


proved by J. S. Maloney, insurance 
commissioner, and now has become effec- 
tive. B. D. Brickhouse was president 
of the United Security; Dr. W. F. Chase, 
vice-president; L. L. Brickhouse, secre- 
tary, and E. N. Petit, treasurer. 


Made Field Superintendents 
I. I. Whitt and E. H. Greenwell of the 
Louisville No. 1 district of the Wash- 
ington Fidelity National have been pro- 
moted to field superintendencies in that 
office. 











NEWS ABOUT LIFE POLICIES 





Business in Force, $121,000 ,000.00 
Millions of Assets 





Policy Literature, Rate Books, etc. 


Diges ; 
PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘‘Unique Manual- 
igest’’ and ‘‘Little Gem,’’ Published Annually in May and April respectively. 














has an outstanding record. 


DAVID F. HOUSTON 
resident 


34 NASSAU STREET 


Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 

Priority in its field is not the Company’s claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business conduct, which 
still prevail It aims at quality and to be highly honorable in all its dealings. 

In its relations with policyholders and their representatives THE MUTUAL LIFE 


Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


GEORGE K. SARGENT 
2nd Vice-President and M of Agenci 


NEW YORK, N. Y. 














January 1, 1902. 





THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


LIFE, ACCIDENT, and HEALTH INSURANCE 


We stand first in amount of insurance in force and volume of assets 
of all the full level net premium reserve companies organized singe 


The COLUMBIAN NATIONAL is a good company to represent. 
A few agency opportunities are open. 


Communicate with the Agency Department 
77 Franklin Street, Boston, Mass. 

















NEW ANNUITY RATES ISSUED 


Massachusetts Mutual Gives Premiums 
With and Without Refunds and 
Joint Survivor Forms 


The Massachusetts Mutual has issued 
new rates for life annuities, joint life 
and survivor annuities and life annuities 
with refund. Rates are given on male 
and female lives on the following basis: 
$100 payable annually, $50 payable each 
six months, $25 each three months and 
$10 monthly. The annual, semi-annual, 
quarterly and monthly annuities pur- 
chased by a single payment of $1,000 are 
also shown. The rates for joint life and 
survivor annuities are given for two 
males, two females or a male and a 
female. The premiums for individual 
annuities on both male and female, with 
and without refunds, follow: 


Male Female Male Female 
Without Without With With 

Age Refund Refund Refund Refund 
40... $1,646.41 $1,731.41 $1,740.29 $1,815.74 
45 1,519.48 1,6 1,6 3 1,712.48 
50 1,381.03 1 1,5 22 1,599.25 
55... 1,233.44 1 1,é 1,477.27 
60 1,089.21 1 1,2 1,348.06 
65. 925.77 1 3. 1,213.66 
70. 775.15 1,077.13 
75 633.34 941.40 
80. 504.56 809.13 
Pr 391.75 684.43 





Central States Life 


The Central States Life of St. Louis 
has adopted a new 90-day disability 
clause. The clause provides for the ap- 
proval of any case 
permanent and total disability has ex- 
isted for $0 days, if not previously sus- 
ceptible of proof that it is permanent. 





of total disability if | 


Payment of monthly income starts im- | 


mediately upon proof of the claim in all | —— 
| Seattle Company Issues “Souvenir 


cases. It provides for payment of a 
monthly income of $10 per thousand and 
waiver of all premiums during total 
disability before age 60. In the event of 
disability after 60 it provides for accu- 
mulation of premiums thereafter 
without interest, as indebtedness against 
the policy. 


| 


due, | 


| 
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GETS OUT NEW TERM FORM 


National Life, U. S. A. Announces Its 
Ten-Year Convertible Non-Renew- 
able Policy Contract 


President Robert D. Lay of the Na- 
tional Life U. S. A. has just announced 
a new ten-year convertible non-renew- 
able term policy with materially reduced 
rates. In announcing the new form he 
calls attention to the fact that while 
term insurance is designed to perform 
a legitimate function, viz., that of pro- 
viding the maximum of protection dur- 
ing an uncertain although limited period 
and at the same time assuring the later 
obtaining of permanent insurance should 
subsequent events make that coverage 
desirable, many forms of term insur- 
ance have been issued from time to time 
with so many variations of premiums, 
length of the term, provisions for con- 
version and other features that the prin- 
cipal and legitimate function of term 
insurance has become more or less ob- 
scure. 

Mr. Lay explains that after an ex- 
haustive investigation of the entire sub- 
ject, and with the thought definitely in 
mind of providing a form of term in- 
surance which in premium rate and con- 
vertible features shall hew to the true 
principle of term insurance, his com- 
pany has worked out the new ten-year 
convertible term policy as one meeting 
every legitimate need for term insurance 
in a definite manner and at a minimum 
cost. 


NORTHERN LIFE NEW POLICY 


Tower Policy” to Commemorate 
New Home Office Building 


A new form of coverage, known as 
the “Souvenir Tower Policy” has bee 
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In Step With the Times 


During the foundation-laying period of life insurance, 
emphasis was laid solely on family protection—the death 
aspect. Experience had not taught us that we had a 
wondrous economic instrument for the use of the living— 
that we are success-bringers as well as death-indemnifiers. 
Life insurance is steadily rising to its full use and oppor- 
tunity in this era of business development, and is showing 
itself as a strong right arm for the builders of business. 
Also it supports and helps to bring to completion, during 
his lifetime, the plans of the individual insurer. 


Penn Mutual representatives, through their training, 
receive the new vision, thereby serving more effectively, 
with commensurate profit to themselves. We have places 
for men and women of industry, ambition, and ideals. 


Wm. A. Law, President 
Wm. H. Kir.zsley, Vice President Hugh D. Hart, Vice President 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA, PA. 
Founded 1847 

















Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 
Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 

$3.15. Quantity rate gladly furnished on ap- 

plication. Other wallets from 65¢ to $5.00 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. Chicago, III. 
Telephone Wabash 3933 











The Reason 


will interest youif....... 
es | If you are interested in selling life 


| ‘ insurance you will be interested in the 
| In key to the Gem City Life’s record of 
| increasing assets and insurance-in- 


force nearly ten fold in ten years. 
ten years , 


In the agency contract and the pol- 
icy line which includes all standard 
amd some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 


health coverage, will be found the real 
reasons for the success of the Gem 

TI MES City Life agents. In the success of 
our agents lies our success also. 


| THE 
| 
| 





If you will write I. A. Morrissett, 


INSURANCE vice-president, he will be glad to give 


IN you complete details of our agency 
contract and reasons why it will pay 
FORCE you to join the Gem City Life. 

| TERRITORY OPEN ° > 
RY OPEN. The Gem City Life 
trict of Columbia, West INSURANCE COMPANY OF DAYTON, OHIO 
| Virginia, Georgia, Ala I. A. MORRISSETT, 
| bome and Lowisiana. Vice President 











A TOWER OF STRENGTH 


Insurance in Force 
$1,500,000,000 





FAREED ae can avedpcccesecncensenssce eee 
SURPLUS AND CONTINGENCY 

PRE 43400046 45GseWSsadesenden 57,000,000 
pote TOR Py ee 343,000,000 


(Including Paid-up Capital) 
Interest on policy proceeds, profits, etc., 
left with the Company 


FIVE AND ONE-HALF PER CENT 


Total investments in United States securities 
exceed $168,000,000 


Dividends to Policyholders increased 
for eighth successive year 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 
































20 THE NATIONAL UNDERWRITER 











General Agent Wanted 
In Ohio 


Ohio has: Over six million people. 
Six hundred fifty thousand families with tele- 





phones. 
One million two hundred and fifty thousand 
automobiles. 


The total county wealth factors of Ohio represented by 
manufactured, mine and fishery products, crops and live 
stock, are over two billion eight hundred million. 

The territory open in the state for a general agency is in a 
prosperous farming, manufacturing, merchandising and in- 
dustrial section. 

Territory affected less by adverse business conditions than 
perhaps any other section in the United States. Prospects 
in winter, summer, spring and fall. 

An unusual opportunity for an experienced salesman who 
seeks promotion. For information write: 


The Ohio National Life 


Insurance Company 


T. W. Appleby Cincinnati, Ohio E. E. Kirkpatrick 
President Sup’t of Agents 


























(Cink up (wr tHe (LINCOLN) 








Question: What good territories are open for qualified men 
who can measure up to the opportunities and re- 
quirements for LNL agents and general agents? 





Answer: 


The Lincoln National Life Insurance Company 
now operates in thirty states, having recently 
entered Louisiana. In many of the states excep- 
tional opportunities are opening with this ag- 
gressive and progressive company. Ask us about it. 


The LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“‘Its Name Indicates Its Character’’ 


FORT WAYNE, INDIANA 
Insurance in Force More Than $540,000,000 

















Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 














Onto - Inpiana - Micuican - Kentucky - PENNSYLVANIA 
West Vircrnia - Texas - OKLAHOMA - CALIFoRNIA - ILLINoIs - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 





= 














Do your fellow agent a good turn—get him ac- 
quainted with The National Underwriter, the real 
insurance newspaper. 











announced by the Northern Life of 
Seattle to commemorate the building and 
dedication of the 27-story Northern Life 
Tower, now being erected at Third ave- 
nue and University street. 

Coincident with this announcement D. 
B. Morgan, president, states that officers 
and trustees of the company this year 
have voted an increase in dividends to 
policvholders averaging 40 percent. 

The new policy provides double acci- 
dent benefit in event of accidental death 
other than by automobile and _ triple 
benefit if by automobile. In event of 
permanent disability no further premium 
is required and the policy matures as an 
endowment. The policy is a participat- 
ing endowment at 75. Dividends may 
be left with the company and it is esti- 
mated that a man of 35 by leaving his 
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dividends with the company will mature 
his policy at age 64 based upon present 
scale of dividends and interest. Applica- 
tions up to $3,000 will be considered 
without medical examination on appli- 
cants between 15 and 455. inclusive 
Policyholders who have passed examina- 
tion in past three years may apply for 
$5.000 without medical examination, the 
limit written for this policy. At select 
classification a man age 20 will pay a 
monthly premium of $1.98 and at age 35 
the monthly premium will be $2.85. 


Northwestern Mutual 


The Northwestern Mutual Life has in- 
creased its policy limit from $200,000 ¢ 
$250,000 on the lives of those policy- 
holders who hold $50,000 or more of in- 
surance in the company. 
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MELLOR MAKES SUGGESTIONS 


Philadelphia Association President 
Gives Recommendations on Man- 
agement of Organization 


President Signourney Mellor of the 
Philadelphia Association of Life Under- 
writers has suggested a few things that 
his association might wisely develop. 
They may also be applied to similar 
organizations in other cities. He said 
that the association should have a strong 
managers’ committee lookine to the wel- 
fare of the field men. This will make 
successful field men who in their turn 
will make successful managers. Life 
trust round table discussions have 
proven successful and their continuation 
is urged by Mr. Mellor. 

Urges More Publicity 

He said that the life insurance busi- 
ness does not get the publicity which 
its size and its humanitarianism demand. 
Sufficient copy should be furnished local 
newspapers to keep association activities 
in the limelight. Mr. Mellor recom- 
mended that a salaried secretary plan 
be adopted as soon as the association 
gets into the position to be able to 
organize on that basis. 

Mr. Mellor said that the industrial 
men should be members of the asso- 
ciation as they are doing a tremendous 
good. They should be given full mem- 
bership with no discrimination either 
for or against them. 

x * x 

Boston—The Boston 
have a midsummer “pep” meeting Aug. 
7. Some of the matters to be brought 
up and considered will be the new 
Massachusetts Association of Life 
Underwriters, the national convention at 
Detroit, the fall educational campaign 
and the fall schedule of meetings. Earl 
Weidner, organist of the Boston City 
Club, will preside at the John Hancock 
Mutual Life organ. 

x * 

North Texas — Robert L. Thornton, 
president of Industrial Dallas, Inec., was 
the principal speaker at the monthly 
meeting of the North Texas association. 
His tonic was “The Part Life Insurance 
Plays in Building Industrial Dallas.” 

*x* * * 

lowa—Joseph Peterson, general agent 
in Des Moines for the Berkshire Life and 
vice-president of the Iowa association, 
became acting president of the state or- 
ganization when President John Wilson 
of Mason City resigned. Mr. Wilson 
will leave Iowa. 

Mr. Peterson states that a meeting of 
the executive committee will be called 
to name a successor to the Mason City 
man, as the annual meeting will not 
come until Jan. 16, 1929. 

*x* * x 

Topeka, Kan.—The Topeka association 
voted at its July meeting to join in the 
fight to secure the abolition of the pre- 
mium taxes on life and fire insurance in 
Kansas. J. H. Mickey, general agent for 
the Connecticut Mutual, is the chairman 
of the legislative and finance committee, 
which will make the campaign against 
the taxes in the regular session of the 
legislature next winter. 

Kansas collects more than $1,000,000 
in premium taxes, fees and assessments 








association will | 


from all classes of insurance companies 
It spends only about $45,000 a year in 
the maintenance of the insurance de- 
partment. The rest of the money goes 
into the state treasury for the benefit 


of the state. The association referred 
the entire question to Mr. Mickey's com- 
mittee with instructions to study the 


problem during the summer and fall and 
at as early a date as possible to present 
the plan to be followed in the campaign 
before the legislature, which meets in 
January. 


INTERESTING REBATE CASE 
DECIDED IN CANADA 





The Dominion department of insur- 
ance at Ottawa has brought to light an 
interesting rebate case. An insurance 
broker of Montreal advised the depart- 
ment that an agent had been rebating. 
The department advised the company of 
the charge and the policyholder when 
notified and told of the seriousness of 
the situation, gave the company a check 
for $1,575, the amount of the rebate. 
The department appointed a board to in- 
vestigate the situation, consisting of 
Charles S. Macdonald, general manager 
of the Confederation Life and nominee 
to the presidency of the Canadian Life 
Insurance Officers Association; J. B. 
Hall, president of the Life Underwriters 
Association of Canada, and A. D. Wat- 
son, chief actuary of the Dominion de- 
partment. 

Investigation proved that the policy- 
holder had given the agent a great deal 
of assistance by introducing him to a 
number of good prospects. Evidence 


| showed that the rebate was not an in- 





ducement in the placing of the insurance 
but it was given in consideration of the 
services rendered by the client. The 
board commended the work of the 
broker who reported the case. It said 
further that it would do no good to drive 
the agent from the business and “resti- 
tution of the rebate has been made and 
in our opinion it seems that D. (the 
agent) is properly reprimanded by his 
company, he will not be likely to commit 
a similar offence in the future.” 


SOME COMPANIES BID 
FOR SUBSTANDARD RISKS 


The bidding for business in Chicago 
these days and in fact in other cities is 
very strong. Some companies writing 
substandard business are reaching out 
aggressively for brokerage in that line. 
They feel perfectly confident that sub- 
standard business properly handled and 
rated is just as satisfactory as standard 
business. The Lincoln National Life, 
John Hancock Mutual and Sun Life 0! 
Canada are the most active bidders tor 
substandard business in Chicago. These 
companies have made rapid strides 1 
successfully underwriting under-average 
risks. While some companies will not 
write business of this kind, except [or 
their own agents, other companies do 
not hesitate at all to accept the chal- 
lenge. 
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BIG OPPORTUNITY SEEN 
IN AVIATION’S GROWTH 


(CONTINUED FROM PAGE 3) 


fields. No two cases are alike and thus 
no two rates may be quoted alike. There 
is not even basis for a working schedule 
for the risks, such as can usually be 
offered in the other complicated lines, 
such as marine, compensation and the 
like. Each plane and each pilot, to- 
gether with his operator and operation 
purposes must be jointly considered and 
a rate devised on the individual merits. 
As an example, the case of the recent 
flight of Capt. Carranza, the Mexican 
pilot, may be cited. He was insured on 
his flight to the states, but not on his 
return—and it was on the return that 
he met his fate. That was what the 
underwriters had feared and that was 
why they rejected the risk on the return 
flight. Conditions were greatly changed 
for the second flight and it was not 
deemed insurable. Thus aviation under- 
writers must watch their risks more 
closely than in any other field and the 
agent offering such risks should be 
also more careful. 
Many Now in Field 


There are now many in the field of 
aviation insurance. In the life insur- 
ance end of it there is the United States 
Life, probably the pioneer in this field, 
the John Hancock Mutual, the Pru- 
dential and the West Coast Life, with 
others writing here and there and several 
writing certain classes of the less 
hazardous risks. The Mutual Life of 
New York is added to this list this week, 
with still some restrictions on regular 
pilots. The other coverages are being 
offered by Barber & Baldwin, the 
pioneers in their field, and also the 
underwriters for the United States Life 
as well as the Independence companies; 
the Transportation companies of Wil- 
liam McGee, the marine underwriter, 
and the new United States Aircraft In- 
surance pool, in which four fire and four 
prominent casualty companies are co- 
operating. This makes formidable com- 
petition and promises a keen, though 
stable, development of the business. Its 
stability is assured, for thus far all en- 
tering the field have recognized the im- 
portance of closely following the tech- 
nical side of the business and have de- 
veloped organizations more closely knit 
to aviation than to insurance produc- 
tion, 





Ontario Equitable’s Increase 


The Ontario Equitable Life & Acci- 
dent shareholders have approved the in- 
crease of the company’s capital from 
7,500 shares to 52,500 shares. 


Licensed in Michigan and Kentucky 


The Judea Life of New York has 
been licensed in Michigan and Ken- 
tucky. This increases the number of 


States where the Judea Life has been 
licensed to do business to 14. 
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COMPANIES WARY OF 
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BROKERAGE BUSINESS | 
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centers the situation has not icateadl 
so notably and, due to the activities of 
some home offices in checking this, it is 
hoped it never shall. 


Opposed by Companies 


Though home offices do not care to 
openly state their case, as they, like all 
others, do not wish to frighten away 
good business, they are not in sympathy 
with the development of brokerage life 


business. Even some offices which have 


a few brokerage writing general agencies | 


are not in favor of the 
continue with what they 
deavor to check further 


prac tice. 


have and en- 


They | 


development, | 


however, for the present connections are | 


such as to warrant no 
Indeed, some offices have 
urged their managerial ranks not to seek 
this type of business and they do so in 
no selfish way, but in the interests of the 


general agents and managers them- 
selves. 

Danger to Agency System 
There are many objections to the 


brokerage business, chief of which is the 
danger to the very man most interested 
in its development, the agency head. As 
one outstanding agency officer said, the 
general agents who actively seek this 
business are “digging their own graves.” 
3y this he meant that the persistent 
writing of brokerage business and its 
continued expansion could very possibly 
lead to the end of the present agency 
system. Home offices cannot see reason 
for continuing on the more expensive 
general agency basis, if the plan of op- 


eration is such that the offices could be | 


put on the cashier basis. And this is 
possible where an office is largely pro- 
ductive of brokerage business. If the 
agency leader is merely sitting in his | 


office and doing an over the counter 
business with outside men, the company 
might well install a cashier to collect ap- 
plications and premiums and dispense 
with the services of the manager. Thus, 
the very men most interested, the gen- 
eral agents pushing for brokerage busi- 
ness, are developing a condition in the 
field which, if aggravated, might well 
lead to a complete change in field tactics, 
their elimination being the first step. 
Not Best Pian 


Companies are further interested, for 
they do not believe this type of business 
leads to the most sound development of 
life insurance. They desire a_ strong 
agency organization that will stand with 
shaking. Here again, the general agent 
who drives for brokerage business is 
endangering the organization. He is 
building a fluctuating business that de- 


pends very largely on his own person- | 


ality and not on an organization. The 
full time office will proceed with little 
change should the manager step out. 


The brokerage office faces very possible 


loss. One agency executive expressed 





sharp rupture. | 
strenuously | 
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HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
* * * * * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 
INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 














ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOU 
YOUR OWN BUSINESS? HAVE YOU HAD THE AMBITION TO DO 


OHIO, OWA, MISSOURI, PENNSYLVANIA. QRPNINGS IN MICHIGAN, TLLINOUS 

A EW JERSEY. IF W 

GENCY IN YOUR VICINITY, WRITE TO US. 4 8 HAVE HO 
WE OFFER YOU VERY DISTINCT ADVANTAGES 


Sefente General Agency Contract, long term renewals. 

1 standard forms of F apmaaas both participating and non-participating. 
Liberal disability benefits. 
Guaranteed Premium Reduction Coupons, beginning at end of first year, with further 
cash dividends each year after the second, =aline + very low net cost. 

Confidential communication is invited if you have a clean record and the ability to write 


insurance yourself and to develop a General Agency. You know your own ability your 
own limitations. Can you measure up? Can you make this the turning t in your Mife, 
the door to the larger opportunity and larger income of which you have dreamed? 


GIRARD LIFE INSURANCE COMPANY 


Opposite Independence Hall 
PHILADELPHIA, PA. 

















1851 4928 
BERKSHIRE LIFE INSURANCE CO. 


Writes all forms of standard participating contracts. 

Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- 
tion between HOME OFFICE and FIELD FORCE are responsible for our 
great expansion. 

Territory open for connection with this fine old Massachusetts Company. 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. FRED H. RHODES, President 

















Do your fellow agent a good turn—get him ac- 
quainted with The. National Underwriter, the real 
insurance newspaper. 
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GOING STRONG 


Paid-For Business for 1927 
exceeded 1926 by . . 


First six months of 1928 exceeded 
same period of 1927 by . 


. 43.44% 


20% 


KEEP YOUR EYE ON THE MANHATTAN 


Address 





INSURANCE CO. 


66 BROADWAY NEW YORK 


Thomas E. Lovejoy, President 



































HUTCHINSON, KANSAS 


Stephen M. Babbit 
President 




















IF YOU DON’T KNOW, 
Look in 


THE INSURANCE ALMANAC 
$3.00 per Copy 


80 Maiden Lane 





the opinion that the loss of a manager to 
an office operating on a majority of 
brokerage business would mean the loss 
of at least 25 percent of the business, 
until an equal personality could rebuild 
the business on his own _ personality. 
Nor is this only conjecture. Cases have 
been seen in the field. Some outstand- 
ing instances can be cited in almost any 
community. Managers of full time 
agency organizations have died or been 
relieved of their duties with no conse- 
quent loss of business, possibly even in- 
creases. But the retirement of managers 
depending chiefly on outside business 
has meant an immediate loss of business 
which, in some cases, has never been 
replaced. 


Has Disquieting Effect 


Furthermore, the specialization in this 
class of business has a disquieting effect 
on what full-time organization the man- 
ager may have. His agent may feel 
that he is being given most undue com- 
petition—especially when he may see a 
case he has originated come into his 
own office through outside brokerage 
connections. Agents are offended by 
these encounters in the field and the 
harmony of the office is easily disturbed. 
Regular life underwriters on a full time 
basis also look on the business brought 
in from the outside as representative of 
an unprofessional development. They 
feel the best interests of the business 
call for a professional development of 
full time men and not the grasping for 
outside business just to increase volume. 
It is looked on as merely a means of 
quickly expanding volume and a part of 
the race for volume which has caused 
much trouble in many phases of under- 
writing. 

Causes Most Conflicts 

The general disturbance of brokerage 

business is not unimportant. Probably 


i i 


Jnsurance Company of America 


MILWAUKEE. WIS. : 
operating in the following states: Califor- 
nia, Illinois, Iowa, Michigan, Minnesota, 
Ohio, Oklahoma, Oregon, Pennsylvania, 
South Dakota, Texas, Washington, Wis- 
consin. 






































Now York. N. ¥. ’ Give us a ring or address us if unattached. 
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Fad the THE a|8 
UNITED STATES LIFE 
INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
Big HOME OFFICE: 105-107 Fifth Avenue,New York City sie 
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Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incotporated a ty oe “9 Maryland, 1882 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, President 
J. BARRY MAHOOL, Vice-President 


A. W. MEARS, Secretary 
DR. EDWARD NOVAK, Medical Director 
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the bulk of the conflicts that arise in 
the field are from this source or closely 
akin to it. The raiding of other offices 
is usually the outcome of some such pro- 
gram. This is frequently encountered 
and some offenders—both in managerial 
ranks and company ranks—have been 
encountered in the very recent past. The 
troubles are not all in the past and the 
curtailment of brokerage business in 
favor of full time agency building is still 
a live subject for those interested in 
agency development. The race for vol- 
ume, however, has largely been dis- 
carded by the companies, though some 
are still in the running, as are some of 
the active members of the managerial 
ranks. One of the most encouraging 
signs is the interest given to full time 
men in recent months by many of the 
managers who have developed chiefly 
brokerage business in the past. 


COMPETITION IS KEEN 
IN REINSURANCE FIELD 


(CONTINUED FROM PAGE 7) 


company surplus, it is preferable to the 
surplus of numerous companies’ reten- 
tion totals. 


Underwriting Difficult 


Reinsurar.ce underwriting is difficult 
and those in charge of this are becom- 
ing more wary constantly. Recent ex- 
perience on jumbo lines in particular is 
making them cautious in acceptance and 
all offerings are undergoing close scrutiny 
today. Competition has developed a 
situation that is not welcome to these 
offices and they are hopeful of returning 
to a more stable basis of operation. 
There is little likelihood that competi- 
tion will be reduced, but it is believed 
that methods of solicitation and under- 
writing—which has been affected by 
competition in some cases—will be im- 
proved. The world insurance market 
has been tapped already for development 
of these reinsurance facilities and some 
of the larger cases call on contacts in 
every corner of the earth, but the in- 
tensive development of this field has 
probably only begun and the future 
should see a very steady growth. 


HELPING— 


Helping Prospect to Buy 


To make it easier for the prospect to 
buy than not to buy: Assume from the 
beginning of the interview that he is 
going to buy—that the outcome of the 
interview is pretty well settled right 
from the beginning—that it is just a 
question of getting the facts before him 
and meeting his needs intelligently. 


Helping Agent to Sell 


It might be a little helpful—it might 
get a little motivation operating—if we 
look into the matter of how much money 
we are making from day to day; when 
a person reaches Thursday night and 
has not written a dollar’s worth of busi- 
ness and checks up and finds this fact 
staring him in the face, he is liable to 
sit up and .take notice and give some 
intense consideration as to how he is 
going to make some money before the 
week is over—Connecticut Mutual. 


Lire is more like a court room than a 
stage; it is so full of trials. 








T. O. Berge, President 


JUST WHAT YOU WANT 
The best in Life and Casualty contracts. 
Liberal Commissions, Non-forfeitable Renewals. 

Leads and genuine co-operation. 
This is the oldest Life, Health and Accident Company in the Northwest. 
have been substantially increased by energetic new management. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 


Assets and surplus 


P. G. Erickson, Secretary 














OVERINSURANCE SEEN 
AS SERIOUS HAZARD 


COMPANIES BECOME CAUTIOUS 





Wrong Uses of Life Policies Cause 
Some Concern in Home Offices 
—Banks Involved 





Moral hazard and overinsurance, once 
thought of as terms pertaining to phases 
of fire and casualty insurance strictly, 
have in recent months come to play a 
part in the life field. Overinsurance is 
said by some company officials to be 
one of the gravest problems the life in- 
surance business faces, and one that is 
being delved for in an increasing num- 
ber of cases in which insurance in large 
amounts is sought. 

Financial strain is in the United States 
one of the outstanding causes of suicide, 
and overinsured suicides are, according 
to company reports, becoming more nu- 
merous steadily. The credit reporting 
companies are more frequently called 
on today to discover weaknesses in the 
financial substructure of applicants for 
large amounts of life insurance than they 
ever have been at any previous time and 
some of their discoveries are interesting. 


Borrowing Scheme Discovered 


One scheme that has become fairly 
general in the life field involves the 
country’s banks. Men who have money- 
making schemes apply for and obtain 
large amounts of insurance, play the safe 
game by carrying it without hitch for a 
few years and then using the policies as 
the basis for large loans. A credit com- 
pany representative points out that bor- 
rowing on insurance holdings has be- 
come easier in the last few years than 
it ever was before for the reason that 
close bank-insurance agency cooperation 
has brought many bank and trust com- 
pany men into the way of thinking fre- 
quently in terms of life insurance and of 
crediting anything with ‘a life insurance 
hookup with being therefore sound. 

It is believed by some that if cases 
of this kind become very numerous they 
will have the effect of straining if not 
parting relations between life men and 
banks, as the banks or the insurance 
companies or both tabulate their losses 
and learn that an error was made first 
in issuing the insurance policies and sec- 
ond in issuing a loan against the policies. 
The feeling is that an “I was not wrong; 
you were” argument will ensue between 
the banking and the life interests, to the 
detriment of both. 

“Beneficiary Hazard” Found 


Occasionally another kind of hazard 
is discovered, usually after it has worked 
to the detriment of the life company. 
This is the one of permitting a bene- 
ficiary to pay the premiums on a large 
policy when that beneficiary may, con- 
ceivably, have much to gain by the 
death of the insured. Cases of this kind 
are far from numerous, but one comes 
to light from time to time. A recent 
murder case in the east that caused a 
large life company some difficulty is one 
in point. 

Companies that are aware of all the 
overinsurance possibilities in the life 
field have come to learn that lives have 
reasonably easily determined values and 
that to insure such lives beyond these 
values, liberally computed, is to court 
losses greater than should be incurred. 
Many agents who are large producers 
know this also, and are careful of the 
kind of person to whom they sell large 
amounts either of personal or business 
insurance. Frequently it is difficult to 
find flaws in a seemingly sound case and 
sometimes it is impossible. But in many 
the flaws can be discovered if sufficient 
diligence is exercised. In the offices of 
many companies this diligence is insisted 
on, in order that preventable large losses 
be minimized and in order that honest 
policyholders be protected. 


Broop over imaginary troubles and you 
will soon hatch a flock of real ones. 
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Pree Valuable Aid to Successful 
Sales Presentations, but Cannot Be 


BY PAUL 


Instructor of Agents, Chicago Agency, 


O matter how cleverly or elabor- 

ately a program is prepared, it 

cannot in itself sell life insurance. 
It is never a substitute for the person- 
ality and enthusiasm of the salesman; 
it is simply the skeleton upon which he 
may hang an effective sales talk. But 
as a valuable adjunct to a successful 
sales presentation, it deserves thought 
and study. 

A life insurance program is merely 
a summarized, airplane view of the life 
insurance proposal. It justifies itself 
only insofar as it points out real in- 
surance needs and suggests ways of 
covering them effectively. It should be 
designed solely to give the salesman a 
better opportunity to make vivid to the 
prospect the real advantage to be de- 
rived by accepting the life insurance 
proposed in it. It then becomes a vehicle 
for illustrating the fact that life insur- 
ance does actually accomplish the very 





ends for which the prospect is striving. 


W. COOK, 


Mutual Benefit Life 


Any illustration which accomplishes this 
purpose, whether it be a single sheet or 
a voluminous and comprehensive anal- 
is a life insurahce program. The 
important consideration to keep upper- 
most in mind is the idea or ideas which 
are being illustrated, and the most effec- 
tive method of getting these across in 
the simplest and most concise manner 
possible. 

Whatever its mechanical get-up, how- 
ever, a program lives and is effective 
only when the conviction and enthusi- 
asm of the salesman who presents it 
stand forcefully behind it. 


ysis, 


Preparing a Program 
Matter of Judgment 


There is probably no rule save judg- 
ment in determining when to prepare a 
program for a prospect. When a man’s 
comprehension of life insurance is very 
limited, and it is advisable to educate 
him and he will take it, a program is the 


par ae 
| quickest and most effective 


| should have. 
| obviously determines the amount of time 


Substituted for Salesman’s Enthusiasm 


manner of 
focusing his attention on the subject and 
suggesting the creative ideas that he 
While the size of the case 


it will pay to spend in the preparation 
of a program, it is not the exclusive de- 
terminant. With the “black and white” 
type of fellow—the man who wants to 
get out his pencil and paper and figure 
with you—the salesman’s task is amaz- 
ingly simplified with a program, and the 
time spent on its preparation well repaid. 


Program Clarifies 
Prospects’ Thinking 


states the problem— 
clearly, logically, consecutively. It clari- 
fies not only the prospects’ thinking on 
the subject, but likewise the salesman’s 
and their minds naturally meet. Then 
it offers the solution to the problem by 


A program 


means of life insurance logically, step 
by step, until the inevitable conclusion 
is immediate favorable action. Since 


many objections are anticipated and met 
in the program, the tendency to pro- 
crastination is greatly reduced. 

To the prospect a program says some- 
thing more: It says, “Here are your 
objectives—your individual problems as 
discussed with this salesman—reduced 
to understandable terms in an orderly 








your problem 


given 
attention to .convince 
you (1) of his interest and (2) of his 
thoroughness and fitness to act as your 
insurance counselor.” 


manner. He has 
enough time and 


Advisable to Develop 
Form Programs to Present 


One of the big appeals of a life in- 
surance program has always been that 
it is, at least apparently, a particular 
plan for the prospect's particular situa- 


tion. But is it? The number of ideas 
that any salesman may use is rather 
narrowly limited—first by the subject 


matter itself and secondly by the time 
at his disposal. It would therefore seem 
to be reasonable to work out the best 


way of getting our particular set of ideas 
across to the prospect quickly and easily 
using for any individual case those 
which seem to fit best out of the world’s 
stock at our disposal. It is possible and 
advisable, therefore, to develop form pro- 
grams which can be used almost without 
change in practically every case, al- 
though the proposition can be made to 
appear individual to every prospect. 
There are standardized illustrations 
already available which can be applied 
and often effectively—at the first inter- 
view. They can be offered as a plan 
worked out for another client in similar 





TS join the Citizens 
company is new—and 
Get the success thrill! 





success. 


The Citizens Na- 
tional Life began 
writing business 
June WO, 1927, and 


wrote ‘and 7 
for to Dec 
1927, $1,251,000. a” 











WANT A 


Thrill? 


There is real satisfaction in belong- 
ing to an organization that has its 
future ahead of it! 
that your cooperative efforts are 
valued and appreciated! 


And there is a real thrill coming to 
you when each month you look 
back and realize that it has been 
another of increased profit and 


If you are at present unaffiliated 
with any other life insurance organ- 
ization why not write us for the 
whole story? 


MME TP FILATAY 


National—now, when the 
work with us to success. 


And knowing 
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NATIONAL LIFE INSURANCE CO. East St.Louis ILL. 
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UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 
Seth eres 
Children’s 7 Etna cpeees Gem Age 8 day to 29 pene, 
. Ol. dig 4h, Fae 


These and many other new and unique features make 
“The Columbia” attractive to men. e 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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BIG OPPORTUNITIES IN TEXAS WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has attractive General Agency openings in Texas 
at Houston, San Antonio, Amarillo and other points in the States. 
attractive first year and renewal commissions and exceptional line of 
If you have a satisfactory record of successful experience and 
are interested in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, Calif., who expects to visit 
Texas about May 1 and will arrange to see you personally, 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 


Very 
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CALIFORNIA 





C oaTEs & HERFURTH 
CONSULTING ACTUARIES 


Barrett N. Coates |. 354 Pine St. 
Carl E. Herfurth San Francisco 











ILLINOIS 


OKLAHOMA 


J. McCOMB 

COUNSELOR AT LA 

* CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 


special. 
lcord Bldg. OKLAHOMA CITY 




















ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








H ENRY R. CORBETT 


Actuary 
Specializing on Rode Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
® Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 











INDIANA 





HGH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 
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(CONT'D FROM PRECEDING PAGE) 
circumstances and as such, of probable 
interest to the present prospect. If a 
salesman is not anxious to impress the 
prospect with the individual and _ per- 
sonal element in the analysis he is pre- 
senting, or if the prospect is such as not 
to require or be worth a second inter- 
view, the standardized, chart programs 
are entirely satisfactory and extremely 
valuable. 


Pushes Prospect Further 
in Direction He Leans 


When the personal program is to be 
prepared; the first interview becomes 
only an occasion for gathering informa- 
tion. This information need not con- 
cern the details of a man’s financial 
situation so much as the trend of his 
thought and his principal personal objec- 
tives. The plan, then, is prepared to 
push him farther in the direction in 
which he has already indicated he leans. 
It tends to be educative only insofar 
as it follows and expands his own ideas 
and ambitions. The salesman is there to 
make a sale. Education for education’s 
sake should follow the sale. 


Abraham Lincoln Convention 


The Abraham Lincoln Life has an- 
nounced the program for its Rail Split- 
ters Club convention, to be held in De- 
troit Aug. 6-8. Commissioner C. D. Liv- 
ingston of Michigan will be the only 
outside speaker. Addresses will be giyen 
by President H. B. Hill, James Fairlie, 
vice-president and actuary; F. M. Feffer, 
vice- -president and agency director; O. 
F. Davis, assistant agency director; A. D. 
Freyer, manager sales promotion de- 
partment; Fred Hooker and Daniel 
O'Neill, general agents. 


Dr. Chipman Made Assistant 


Dr. Sidney S. Chipman has been ap- 
pointed assistant to the medical director 
of the Guardian Life. He is a native of 
St. Johns, N. B., and graduated at Aca- 
dia University. He took his medical de- 
gree at Magill University in Montreal. 
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A REAL OPPORTUNITY 
AT DAYTON, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio, 








WILL SOON BE READY FOR BUSI- 
NESS CONNECTION 

Member American Bar Sanacintion who 
has been counsel for insurance companies 
and state insurance departments, who is a 
personal financial success, desires connection 
with insurance company. Address 

“Insurance Counsel,” 

Post Office Box 818, Chicago, Illinois 
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A H. Kahler of Peoria, Ill., manager 
e of the central Illinois agency of 
the Indianapolis Life, has very great suc- 
cess in delivering extra policies. Mr. 
Kahler only orders these policies when 
he has a pretty good hunch that he can 
deliver them. In telling about his ex- 
perience in regard to cases of this sort, 
he said: 

“T call on my applicant with the policy 
he has applied for. 
little puzzled, that I had asked the com- 
pany to send another policy on that ex- 
amination for the same amount (or any 
amount that I name), that I felt sure 
they would issue it but it hadn’t come. 
Then I ask the applicant if he knows 
of any reason why he could not pass 
for the full amount I requested from 
the company. Usually that makes him 
a little anxious. If I see there is a 
chance to deliver the policy, I tell him 
I will bring it over if it comes. 


FIRST YEAR AGENTS ATTEND 
CONFERENCE IN HOME OFFICE 


Twenty-seven qualified first year 
agents of the Connecticut Mutual were 
entertained at dinner at Hartford last 
week by President James Lee Loomis. 
The visiting agents who qualified for this 
conference, the third in the company’s 
educational program for 1928, were from 
all parts of the country, as far south as 
Atlanta and as far west as Los Angeles 
and San Francisco. 

The conference devoted the first morn- 
ing to inspection of the various depart- 
ments of the home office, followed in the 
afternoon by more intimate conferences 
with officers and department heads. The 
second and third days were devoted to 
lectures by various officers and members 
of the home office, each talk being fol- 
lowed by a question-and-answer period. 
On the second day, after the close of 
the educational session, the visiting 
agents witnessed a baseball game be- 
tween the Connecticut Mutual and the 
Massachusetts Mutual Life. 


Northwestern Mutual Figures 


The first six months of 1928 the new 
paid-for insurance of the Northwestern 
Mutual Life totaled $186,640,000, an in- 
crease over a similar period of 1927 of 
approximately $5,500,000. In that period 
the company paid to policyholders more 
than $47,000,000, or $5,000,000 in excess 
of the 1927 figure. Dividends paid to 
policyholders exceeded those for the 
same period last vear by more than $1,- 
000,000. Death claims paid were $3,900,- 
000 greater than those paid in 1927 for 
the same period. The company had 
$3,609,475,000 insurance in force July 1. 


Western & Southern News 


At the annual meeting and dinner of 
Chapter 1, composed of Cincinnati repre- 
sentatives of the Western & Southern 
Life, the retiring president, George 
Burns, after an address of welcome, pre- 
sented the permanent chairman, Super- 
intendent of Agencies Samuel H. Smith, 
who in turn introduced as_ principal 
speaker W. J. Williams, president of the 
company. The new officers elected for 
the ensuing year are: Clarence O. Poe, 
president; Walter R. Ashley, vice-presi- 
dent, and Charles O'Connor, secretary. 

The Western & Southern declared a 
holiday July 21 and held its annual out- 
ing at Bass Island, where prizes were 
awarded to the winners of ball games, 
and athletic events. 

The field leaders of the Western & 
Southern in joint results, ordinary and 
industrial, are Superintendent D. Tow, 
Pontiac; Assistant Superintendent D. 
Fusco, Chicago-West, and Agent J. M. 
Hartnett, Peoria. 

Assistant Superintendent J. C. Good- 
man, Winchester, Ky., has been ap- 
pointed superintendent of the Lexington 
district. 
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KAHLER TELLS PLAN HE FOLLOWS 
IN DELIVERING EXTRA POLICIES | 
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“On the other hand, if there is a chance 
to make a sale I tell him I will take 
settlement and the policy will be in force 
as soon as it reaches my office. After 
doing so, I go to the office and wire the 
company, asking for the extra policy 
which usually comes out the following 
day. 

“If again he sells me on the fact that 
he couldn’t handle this extra policy and 
would not take it if it did come, I tell 
him that I probably had misunderstood 
his condition and under the circum- 
stances, I will not even bring the policy 
over when it comes or if it comes, but on 
the contrary will immediately mail it 
back to the company. Then I do not 
order the policy. That I believe, from a 
psychological standpoint, gives the agent 
a good opportunity to place the addi- 


tional insurance but saves the home 
office considerable work on hopeless 
cases.” 


NATIONAL LIFE, U. S. A., TO 
HOLD BIG CONVENTION 


———— 


The National Life, U. S. A., will hold 
its 60th anniversary convention at 
Washington, D. C., Aug. 19-22. A spe- 
cial train will leave Chicago Aug. 18. 
Special cars will be made up at St. 
Louis and Detroit to join this train. 
The sessions will convene Sunday after- 
noon, August 19, and will adjourn after 
luncheon Aug. 22. Three business ses- 
sions will be held during the period of 
the convention, on the mornings of 
Monday, Tuesday and Wednesday, the 
afternoons and evenings being given 
over to entertainment and sightseeing. 
The $100,000 Club banquet will be held 
August 21. 

Chairman A. M. Johnson, President 
Robert D. Lay and Vice-President Wal- 
ter E. Webb are the principal company 
speakers. A number of prominent gen- 
eral agents, agency managers and super- 
visors from the field force will also 
speak. 


Mutual of Canada Appointments 


The Mutual Life of Canada, Waterloo, 
Ont., announces the appointment as as- 
sistant actuaries of C. B. Spurgeon, F. 
I. A., and Harrington L. Guy, F. A. S. 
Mr. Spurgeon was engaged in the life 
insurance business in England = from 
1909 up to the outbreak of the war, after 
its close he resumed his studies and be- 
came a fellow of the institute in 1921. 
Mr. Guy was born in Toronto and edu- 
cated at Toronto University. After 
graduating in 1925 he served with two 
other life companies before joining the 
Mutual in 1927. He became an associate 
of the Actuarial Society in 1925 and a 
fellow in 1928. 


Dannel Agency Gets Cup 

Officials of the Missouri State Life 
have announced the J. Tom Dannel 
agency in Albuquerque, N. M., as the 
winner of the Hillsman Taylor Cup for 
the quarter ending June 30. This cup is 
awarded quarterly to the agency showing 
the greatest percent gain in paid-for 
business during the four-month period 
The Dannel agency won with an increase 
of 400 percent. 


Bishop on Trip Abroad 


L. Brackett Bishop of Chicago, for- 
mer manager of the Massachusetts Mu- 
tual Life in that city, who has retired 
from business, and Mrs. Bishop will 
leave this week for New York and from 
there will sail for Paris where they will 
remain for a month or two. Then the) 
will go to Geneva to attend the annual 
conclave of the League of Nations. Mr. 
and Mrs. Bishop have been abroad 4 
number of times. 
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